FheNATIONAL, 


UNDERWRITER 


Like Inawiance Edition. 





But what is an 
underwriter’s knot? 





Your electrician could quickly tell you. But he 
probably assumes you already know. 

It’s easy to make this kind of assumption in 
insurance, too. To take it for granted that the terms 
of a New England Life policy are as familiar to a 
prospect as they are to you. Actually, the provisions 
of a contract may require careful explanation to 
make them meaningful. 

Take “settlement options,” for example. These 
can be bewildering to any prospect, until you point 


Sure, I know what 
an underwriter is... 
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out the specific benefits of the New England Life 
contract: the broad selection of ways in which in- 
come can be paid and the generous return per dol- 
lar accumulated. 

Simple? Sure — to you. Important? You bet — 
to everyone. 





An “Underwriter’s Knot’ is a special knot tied for added 
safety in the two wires of an electric cord, before fastening 
them to the terminal screws of a plug. 
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NOW — FOR THE FIRST TIME ANYWHERE — 





— All of these 3D features for 
groups of 10 to 50 employees 
in this pocket-size kit: 


$60 maximum weekly time- 
loss benefit for 13, 26 or 52 


weeks. 





For groups of 10 to SO employees 


© Disasiiry iwc. 


Benefits begin Ist day acci- 
dent or 8th day sickness—Ist 
day hospitalization, accident 


** DEATH BY ACCIDENT 
°° DISMEMBERMENT 


and @ new 
EXECUTIVE “2 & S YEAR” 
FEATURE 


and sickness. 


$1,000 Accidental Death and 


Dismemberment — 














— and — 


— For executives — $100 weekly time- 
loss benefit for maximum of 2 years 
sickness or 5 years accident; wide 
selection of benefit waiting periods 


up to 90 days. 





ccidental Life 


INSURANCE COMPANY & OF CALIFORNIA 
HOME OFFICE « LOS ANGELES 














FUNDAMENTALS OF FEDERAL 
INCOME, ESTATE AND GIFT TAXES 
Edited by Edwin H. White, J.S.D., C.L.U. 


Ee oy Newly revised and up to date! Here is the tax-text 
‘ ? written especially for the life underwriter. Clear and 
. : concise, it presents the basic principles of Federal in- 
i : come, estate, and gift taxes with emphasis on the taxa- 
ee tion of life insurance and annuities. 

This is a recommended textbook for Part III of the 
C.L.U. examinations. Plastic bound, 81% x 11 size, 216 
pages. Every life underwriter should have a copy for 
study and reference. $5.75 each. 











GENERAL AGENT) 
OPPORTUNITY 





CAN YOU PROSPECT? 


Do your prospects come directly from your own 
effort, ability and imagination and not from office 
leads, your supervisor, your manager? 


Can you show others “how to”? 


CAN YOU TELL A CONVINCING SALES STORY? 


If you’re doing well right now with what you’ve 
got, you'll do better with our proven competitive 
merchandising plans featuring dismemberment— 
lifetime income—top value income settlement 
option—and the premium payment plan of the 
future, Check-O-Matic. 


Can you inspire and show others “how to”? 


CAN YOU COMPETE? 


Do you enjoy competing with others? More 
important, do you compete with yourself? 


Can you instill this spirit in others? 


DO YOU REALLY WANT TO EARN MORE MONEY? 


Do you want to earn top present and future 
dollars for your own personal “know how” and 
for your ability to show others “how to”? 


HERE’S YOUR ANSWER! 


Highest lifetime service fee in the business to 
adequately compensate the career underwriter— 
fully vested renewals for 9 years—top Ist year 
commission on par and non-par policies—agency 
office allowance—non-contributory pension 
plan—operating capital for new agents. 


Write, Wire, Phone 
FREDERICK E. JONES, President 
HOWARD W. KRAFT, Vice President 
and Director of Agencies 








THE 


1O STATE LIFE 
yeeny 


COLUMBUS 15, OHIO 





Licensed in: Arizona, California, Delaware, D.C., Illinois, Indiana, lowa, Kentucky, Maryland, Michigan, 
Minnesota, Missouri, N. Carolina, Ohio, Pennsylvania, Texas, Virginia and West Virginia. 




















who also make up the Aid As- 
sociation for Lutherans. 


Today 8,000 youths are study- 
ing to become pastors, teachers, 
or church lay leaders at the 
Conference’s seminaries and 
colleges. The AAL recognizes 
and encourages the Christian 
dedication of these young men 
and women by annually award- 
ing more than 120 scholarships, 
worth $32,500. This scholarship 
program honors and financially 
assists one out of every 65 of 
these Lutheran college students. 





120 WIN 
SCHOLARSHIPS 


Fifteen hundred grade schools, 
30 high schools, and 21 colle- 
giate institutions are operated 
by members of the Evangelical 
Lutheran Synodical Conference 
of North America, the people 
with a common bond of faith 


Aid Association for Lutherans 


APPLETON, WISCONSIN 


America’s largest fraternal 
life insurance sociely 
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LAA Members Hold 
Key Roles In Fight 
Against Inflation’ 


Need of Talents Told By 
President J. F. Oates Jr. 
Of Equitable Society 


PHILADELPHIA—That part that 
members of Life Insurance Advertisers 
Assn. can and 
should play in the 
fight against infla- 
tion was empha- 
sized by President 
James F. Oates Jr. 
of Equitable So- 
ciety in his lunch- 
eon address at the 
annual meeting of 
t h e_ association 
here. 

. “You must lead 
the way with 
imagination and 
creative ideas in the fight against in- 
flation by developing support for anti- 
inflationary business and government 
policies,” he said. “You must educate 
the American citizen to realize that 
every dollar saved in the purchase of 
insurance plays a vital part in closing 
the gap between spending and saving. 
“We must support and further the 
excellent program in the inflation 
battle of the Institute of Life Insur- 
ance. And, finally, you must, I sub- 
mit, have the sense of dedication to 
realize that this great public service 
industry is an indispensable part of 
the life, the future, the economy, and 
the mission of our beloved country. 





James F. Oates Jr. 


“Can you spread that doctrine? Can 
you with faith devote your life 
(with a sense of vocation, if you please) 
to preach thrift, to induce an ac- 
ceptance of responsibility to protect 
the family welfare, to banish distrust 
and fear of bigness per se, to educate 
the men and women of American to 
see the value of effective and success- 
ful capitalism as an instrument for 
individual human advancement, and 
the economic welfare of all? 

“I think you can, and I believe you 
will.” 

Earlier in his talk Mr. Oates paid 
tribute to the work of LAA members, 
saying: 

“Of course, I recognize the practical 
and first importance of your techni- 
cal, creative and imaginative skills. 
The companies for which you work 
need all of your promotional skill as 
they compete with each other for the 
life insurance dollar, and as the in- 
dustry itself competes with the vast 
Scope and irresistibility of a myriad 
of consumer goods, which beckon the 
dollars which we feel should go into 
surance protection. 

“I am also happy to record myself 
In this connection as sincerely sup- 
porting your use of all of the modern 
tools of your trade, the extensive de- 
velopment of research of our markets 
and their needs, the deliberate crea- 
(CONTINUED ON PAGE 16) 





Western & Southern 
Moves To Take Over 
Guaranty Union 


CINCINNATI—Western & South- 
ern has submitted a proposal for 
merger of Guaranty Union of Beverly 
Hills, Cal., to the Ohio insurance de- 
partment. 

Guaranty Union has been a legal 
reserve mutual since 1946, having 
been formed by the consolidation of 
12 assessment companies under a pro- 
gram which began in 1943. It is li- 
censed in Arizona, California, Idaho, 
Nevada, Oregon and Washington. At 
the beginning of this year, Guaranty 
Union had assets of $9,627,042, sur- 
plus of $980,796 and over $104 million 
in force, of which $6.6 million is in- 
dustrial and $40 million group. 


This is the third recent expansion 
move for Western & Southern, which 
acquired control of Life of Missouri 
in 1956 and of Imperial Life of Ashe- 
ville, N. C. earlier this year. The other 
two transactions involved stock pur- 
chase, but, since Guaranty Union is 
a mutual, the latest step will have to 
be a merger. Currently, after the two 
earlier acquisitions, Western & South- 
ern has assets of $785 million and 
$3.7 billion insurance in force. If the 
merger is approved, Western & South- 
ern will use the Guaranty. Union Bev- 
erly Hills office as its base of Pacific 
Coast operations. It followed the same 
procedure when it acquired Life of 
Missouri and Imperial Life. 





Transamerica Devises 
Plan For Continuing 
lts Insurance Holdings 


For several months Transamerica 
Corp., multi-billion holding corpora- 
tion, including a number of important 
banks, Occidental Life of California, 
Pacific National Fire group, and other 
companies, has been plagued by a gov- 
ernment edict (Bank Holding act 
1956) to the effect that the corpora- 
tion must divest itself of non-banking 
corporations and interests. 


Frank N. Belgrano Jr., one-time 
president of Pacific National Fire, 
Bank of America, and other compa- 
nies, has pondered ways and means 
to hold the valuable Occidental Life, 
a great profit-maker, and the other 
successful companies. 

He has announced that a separate 
corporation to be called Firstamerica 
Corp., will be formed to take over all 
the banks now controlled by Trans- 
america Corp. in eleven western states. 
Transamerica Corp. will continue to 
be holding corporation for the fire and 
life companies and many other major 
industries. The new corporation will 
control 25 banks with about 300 branch 
offices in 11 western states with as- 
sets of $3 billion. The old corporation 
continues to hold Occidental Life, Pa- 
cific National Fire, and three other 
multiple line companies, General Met- 
als Corp., Columbia River Packers, the 
Capital Co., large real estate operator, 
and other firms. 


Elect McDonald 
LOMA President To 
Succeed Ditman 


Peter McDonald, vice-president and 
secretary of Crown Life, was elected 
president of Life Office Management 
Assn. to succeed J. Howard Ditman, 
vice-president and comptroller of New 
York Life, at the annual conference 
in Washington, D. C. Mr. McDonald 
has been Ist vice-president. 

Everett H. Lane, president of Boston 
Mutual Life, was elected lst vice- 
president, and Charles H. Bader, ad- 
ministrative vice-president of Inter- 
state Life & Accident, was elected 2nd 
vice-president. 

Elected new directors were Sam P. 
Hatch, assistant secretary of Life of 
Georgia; Norris A. Pitt, vice-president 
of Washington National, and Carter M. 
Sutherlin, assistant secretary and co- 
ordinator of California-Western States 
Life. Mr. Ditman automatically be- 
comes a director. 

Retiring directors are Gerard L. 
Soelter, vice-president of Southwest- 
ern Life; Harry L. Archey, secretary 
of Fidelity Mutual Life; C. A. Cole- 
man, assistant secretary of Jefferson 
Standard, and Hess T. Sears, assist- 
ant vice-president of Equitable Life of 
Iowa. 


Securities Dealers To 
Appeal Decision In 


Variable Annuity Case 


WASHINGTON—National Assn. of 
Securities Dealers will appeal the 
recent federal district court decision 
that variable annuity contracts are 
not subject to the jurisdiction of Se- 
curities & Exchange Commission. 

Wallace H. Fulton, executive direc- 
tor of NASD, said the association is 
prepared to carry the appeal to U. S. 
Supreme Court, if necessary. An ap- 
peal now in preparation for presenta- 
tion to the court of appeals will con- 
tinue to support the association’s ar- 
gument that variable annuities are 
securities. 

NASD intervened on the side of 
SEC in its injunction suit against Var- 
iable Annuity Life and Equity An- 
nuity Life, both of Washington, D. C. 
SEC contended, along with NASD, that 
the contracts should be registered un- 
der the securities act of 1933 and that 
the two companies should be subject 
to the investment company act of 
1940. 

e@ e o 

Federal Judge Wilkin dismissed the 
suit on the grounds that the McCarran 
act precludes SEC jurisdiction. Al- 
though the investment provisions of 
the variable annuity bring it and the 
issuers within the purview of the se- 
curities and investment company acts, 
he said, the regulation of the insurance 
business under the McCarran act is 
reserved to the states. 

Mr. Fulton said NASD is not op- 
posed to the sale of variable annuities 
if the purchasers are given the same 
protection as is provided under the 
securities act. 

SEC has not decided whether to ap- 
peal the decision. 


Institute Ads To 
Hit Still Harder 
At Inflation Peril 


New Campaign, Starting 
Oct. 14, Will Reach 83% 
Of All Dailies’ Readers 


NEW YORK—In a still broader and 
more intensive newspaper advertising 





Donald F. Barnes H. J. Johnson 


campaign, Institute of Life Insurance 
will again base its message on the 
perils of inflation and what can and. 
should be done to avert them. 


° e e — 


“ 


The new series of newspaper adver- 
tisements will appear in 550 papers 
accounting for nearly 83% of the total 
daily paper circulation, and reaching 
nearly 550 million buyers of newspa- 
pers. Each advertisement will endeav- 
or to tell the American people what. 
they can do to help stem inflation. 

“This fall the institute will continue 
to discuss this issue directly with the 
newspaper readers of the country and 
on a broader basis than in the spring,” 
President Holgar J. Johnson of the 
institute said this week in announcing 
the details of the new 15th annual 
cooperative advertising program of the 
life companies. 

Mr. Johnson pointed out that the 
institute interrupted last year’s ad- 
vertising campaign in March, to de- 
vote the rest of the campaign to mes- 
sages to carry the facts about infla- 
tion to the public, because of the grow- 
ing urgency of this problem. 

“It is axiomatic that the life insur- 
ance business has a moral responsi- 
bility to do what it can to help protect 
the purchasing power of the dollar,” 
he said. “On behalf of its policyholders 
and their dependents, life insurance 
must stand in the front ranks of the 
fight for a stable dollar.” 


It was pointed out by him that re- 
cent surveys show that a majority of 
the American people are now aware of 
the fact that a state of inflation exists 
and what is needed now is to alert 
them to measures that can and must 
be taken to help check this inflation. 

“T.ife insurance promises dollars for 
future delivery and the business has a 
moral responsibility to its 106 million 
policyholders and their beneficiaries to 
help preserve the purchasing power 
of those dollars,” Mr. Johnson added. 
“Obviously, no one business can win 

(CONTINUED ON PAGE 15) 
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Can't Require Life 
Insurance As Small 
Loan Condition in III. 


Illinois supreme court ruled last 
week that small loan companies can- 
not require a borrower to buy life 
insurance to insure paymeni of his 
loan. The decision upholds a 1949 rul- 
ing of the insurance department, which 
stated that “no borrower shall be re- 
quired to purchase life insurance as 
a condition precedent to a loan.” 

The circuit court ruled the depart- 
ment regulation invalid, but this was 
reversed in the appellate court and 
has now been upheld in the supreme 
court. 

Household Finance supported the 
department and Beneficial Manage- 
ment Corp., another leading lending 
agency, opposed it. Beneficial said 
small loan agencies should be allowed 
to require borrowers to purchase life 
insurance. 

G. H. Sunderland, doing business 
as Ambraw Finance Co. of Newton, 


Ill., brought the original case on which 
the supreme court ruled. His position 
was that the department regulation 
only prohibited small loan firms them- 
selves from selling life insurance to 
borrowers as a condition for getting a 
loan, but that they could still require 
insurance as long as it was purchased 
from a third party. 

However, the supreme court said 
that the small loans act, on which the 
regulation was based, prohibited re- 
quiring life insurance for a loan even 
if insurance was sold by someone else. 





Pansing Is Named Counsel 


For Nebraska National 


Thomas R. Pansing, Nebraska insur- 
ance director from 1952 to last June, 
has been appointed general counsel of 
Nebraska National Life of Lincoln. Mr. 
Pansing resigned as Nebraska director 
last June to resume law practice with 
Crosby, Pansing & Guenzel of Lincoln. 
In his new post, Mr. Pansing will be 
assisted by R. W. Devoe, former gen- 
eral counsel of Nebraska National, 
who will continue as general attorney 
in the legal department, serving in an 
advisory capacity. 


Our 90 Arnivesay Year 





Een 123G7 when the Equitable Life Insurance 
Company of lowa was founded, the well-stocked 
department store offered its customers such items 
as bustles, high-button shoes and mustache cups. 


TODAY the Equitable Life of Iowa has 
grown to be a veritable “department store” of life 
insurance, offering its customers a wide range of 

coverages. To its agents, it provides complete 






sales kits, promotion letters, printed material, 
and other sales-helps to assist them in mak- 
ing convincing presentations. 


LIFE INSURANCE COMPANY OF IOWA 
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FOUNDED IN 1867 IN DES MOINES 


Automation Itself 
Creates Problems, 


Ditman Tells LOMA 


Automation in industry is creating 
problems more difficult to solve than 
those that brought 
about the use of 
high speed _ elec- 
tronic machinery 
in the first place, 
J. Howard Ditman, 
vice-president and 
comptroller of 
New York life, de- 
clared in his pres- 
idential address at 
the opening of the 
annual conference 
of Life Office 
Management Assn. 
at Washington, D. C. 

The nation’s rapid industrial growth 
has brought about increasing com- 
plexity in life insurance office man- 
agement, Mr. Dittman said. Growth 
seems to set up a chain reaction. As 
more policyholders buy bigger policies 
and the types of coverages proliferate, 
not only do the number of depart- 
ments within a company increase, but 
the operations within each department 
break up into specialized units. The 
resulting complexity of organization 
creates multiple problems in planning, 
procedures, coordination and commu- 
nication. 





J. H. Ditman 


At the same time, a counter-move- 
ment toward simplification, integra- 
tion and reduction to essentials is set 
up within the organization. It is this 
cross-current that brings with it au- 
tomation. Meanwhile, pressures im- 
pinge on the machines themselves. 
The problems they were intended to 
solve change. Newer, better machines 
put the old ones in the shade, and the 
problem of obsolescence arises, he said. 

Choosing as his theme, “Moment of 
Opportunity,” Mr. Ditman said LOMA 
members must prepare for the un- 
precedented opportunities they now 
have to serve the life insurance in- 
dustry. He asked them to be more in- 
sistent about letting the industry know 
of the association’s work and future 
goals. He urged increased cooperation 
among all members through a con- 
structive exchange of information and 
ideas. LOMA should remain flexible 
by adjustment and adaptation to 


changing business conditions. 

Mr. Ditman paused early in his talk 
to pay tribute to the late L. Ray Wood. 
ard, managing director of LOMA, who 
was active in the association duri 
the last 29 years of his life. Mr. Wood. 
ard has been succeeded by Roy 4 
MacDonald, former director of com. 
pany relations of Health Insuranee 
Assn. of America in Chicago. 





Western Life Stock 
Exchange With St. Paul 
F.&M. Is Consummated 


The exchange of stock betwee 
Western Life of Helena, Mont., and § 
Paul Fire & Marine has been execute 
on the basis of 1.39 shares of St. Pay 
stock for one share of Western Life 
stock. Holders of 98.5% of the share 
of Western Life agreed to the exchange 
The original offer expired Sept. 26 and 
the remaining shareholders of Western 
Life had until that day to exchang 
their shares with the understanding 
that St. Paul F.&M. would be willing 
to accept 100% of shares of Western 
Life. 


It is planned that A. B. Jackson, 
president; R. M. Hubbs, vice-president, 
and Robert S. Davis, investment offi. 
cer, all of St. Paul F.&M. will be elected 
to the board of Western Life. R. B. 
Richardson, president of Western Life 
was elected to the board of St. Pau 
F.&M. on Aug. 22. 

Western Life is at present licensed 
in 11 states and Alaska. St. Paul F.&M. 
operates in ail states, Canada, Puert 
Rico, Cuba and Hawaii through ap- 
proximately 10,400 general insuranc 
agents. It is expected that Western Life 
will be licensed in additional states 
and its territory of operations expandei 
to parallel those of St. Paul F.&M. 





Old Ohio Case Decided 


COLUMBUS, O—Deciding a cas 
that had been dragging along seven 
years, Judge Myron B. Gessaman of 
the common pleas court has handed 
down a decision enjoining the Ohi 
department from attempting to hal 
Equitable Society in its sale of ir 
surance policies with heme-loan mort- 
gages. The plan requices an amount 0 
life insurance protection equivalent to 
the amount of the loan. The case in- 
volved an insurance agency at Mariet- 
ta, in which former Attorney general, 
now Governor, C. William O’Neill 
was alleged to have an interest. His 
brother also had an interest in th 
agency. Politics got into the case asi 
dragged along. 








Bob Hope Visits 


Comedian Bob © es 
Hope is shown S 
with President Le- 
land J. Kalmbach 
of Massachusetts 
Mutual during a 
tour of the home 
office. Mr. Hope 
took part in the 9- 
day eastern states 
exposition at 
Springfield. Be- 
tween perform- 
ances, he managed 
to play several 
rounds of golf, at 
which he is quite 
proficient. His 
golfing host during 
the week was Mr. 
Kalmbach, an able 
golfer, too. Mr. 
Hope visited the “: 
Massachusetts Mu- we 





tual building and lunched with Mr. Kalmbach prior to one match. 


Massachusetts Mutual 
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Kansas City Life 
Open House Hails 
New H.0. Addition _ 


“Kansas City Life opened its doors 
to visitors last week to climax the 
completion of a $2.5 million addition 
to the home office. Officers and com- 
pany personnel conducted tours of the 
home office and the new 5-story 
structure which had been under con- 
struction since early 1956. 

The new building was formally 
opened at private ceremonies for 
stockholders and a group of invited 
guests, Sept. 20. Principal speaker was 
Powell McHaney, president of General 
American Life and president-elect of 
American Life Convention. Kansas 
City Philharmonic orchestra played 
packground music for 15 minutes pre- 
ceding the welcoming remarks of Vice- 
president J. A. Budinger. 

Also featured on the program was 
General Agent W. G. Hunter of San 
Francisco, senior general agent in point 
of service of all 60 Kansas City Life 
general agents throughout the country. 
Mr. Hunter signed his contract with 
the company in 1909. 

The address of President W. E. Bix- 
by was a highlight of the occasion as 
was the presentation of 53 roses to 
Mrs. J. B. Reynolds, widow of the 
late Mr. Reynolds -who was president 
of Kansas City Life from 1904 until 
his death in 1937. The number of roses 
marked the number of years of Mrs. 


Reynolds’ association with the com- 


any. 
‘ The new building adds approxi- 
mately 90,000 square feet of floor 
space for a total of 170,000 square 
feet in the entire structure. 


In. drawing plans for the addition, 
Edward W. Tanner & Associates faced 
the task of harmonizing 1957 construc- 
tion with that of more than 30 years 
ago. This was accomplished by ad- 
hering to the Greek Doric style fol- 
lowed by the original architects, and 
by using for the east facade and the 
north and south ends, the same kind 
of buff Indiana limestone and base 
course of Rockville granite used in the 
original building. Thus, from Broad- 
way, the classic’ appearance of the 
familiar landmark has been main- 
tained. 

From Pennsylvania avenue, how- 
ever, the effect of the new addition 
is entirely contemporary, with face of 
royal gray brick. In the center, ver- 
tical pilasters with a brick pattern in 
between give play of light and shadow 
the entire height of the build- 
ing. The pilasters are narrow at 
the side and wide in the center, cre- 
ating a curved effect to harmonize 
with the actual curve of the entrance 
which has an over-hanging concrete 
canopy. Curved brick planters are on 
either side of the pair of double doors 
which are of Herculite glass an inch 
thick on both sides of the vestibule. 
The walls of the west lobby are pan- 
eled in hand-rubbed walnut and the 
floor paved with mosaic tile in shades 
of brown and gray. 

Two automatic elevators are oppo- 
site the entrance. Their walls are 
lined with striated aluminum in nat- 
ural color with ceilings composed of 
woven aluminum bars from behind 
which fluorescent tubing provides a 
uniform distribution of indirect light. 

During the new construction, re- 
modeling and face lifting of the original 
building had been undertaken, with 
the exterior of the original building 






































Shown in this picture is the west facade of the new addition to the Kansas 


City Life home office. Constructed at a cost of $2,500,000 the new building 
adds approximately 90,000 square feet of floor space for a total of 170,000 


square feet. 


being cleaned and waterproofed to 
match the newer portions of stone 
work. Better lighting has been in- 
stalled and the lobby has undergone 
many changes. 





Pa. Prohibits Outside Income In 
Computing Amounts Of Group Life 
Attorney General McBride of Penn- 
sylvania has ruled that group life lim- 
itations in relation to earned income 
of the policyholder must be meas- 
ured on the income from the employ- 





ment which is the basis of the group 
contract. Earnings from other sources 
are not to be considered in computing 
the amount of individual coverage un- 
der a group policy. 

The opinion pointed out that dis- 
crimination would occur if a group 
plan were geared to outside income. 
The procedure also might violate a 
law prohibiting discrimination be- 
tween individuals of the same class in 
the amount of premium charged for 
any life policy. Commissioner Smith 
requested the opinion. 
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One of the Nation’s bil- 
lion-dollar companies, 
with more than 500 Field- 
men in Kentucky alone, 
serving each of the State’s 
120 counties. 


. HOME OFFICE: 


‘Commonwealth Building 
Louisville 


The Tallest, Finest Office 
Building in Kentucky 


Ordinary Sales In 
August Rise 28% To 
Record $3.7 Billion 


Ordinary life sales in August set a 
record for the month by totaling $3,- 
727,000,000, up 28%, according to 
LIAMA. 

Total life sales in August also set 
a record for the month by totaling 
$4,963,000,000, up 8%. Group life sales 
came to $721 million, down 36%, rep- 
resenting only new groups established 
and not additions to contracts already 
in force. Industrial life sales were 
$515 million, down 6%. 

Ordinary sales for the year-to-date 
set a record for the first eight months 
by totaling $29,547,000,000, up 29%. 
Total sales set a record for the year- 
to-date by amounting to $42,911,000,- 
000, up 25%. Group sales also set a 
record by totaling $9,149,000,000, up 
31%. Industrial sales were $4,215,000,- 
000, down 3%. 

LIAMA’s figures do not 
credit policies. 


Insurers Go In Red 
In ‘56 For First Time 
Under N.]. NOD Law 


Payments under New Jersey’s non- 
occupational disability law in 1956 ex- 
ceeded earned premiums by $85,465, 
according to a summary of reports 
from the 61 insurance companies writ- 
ing the coverage. 

It was the first time since the law 
went into effect on Jan. 1, 1949, that 
the losses, dividends and expenses ex- 
ceeded earned premiums. Since that 
date, benefits have been increased 
from $22 to $35 a week and premiums 
have been reduced. New Jersey de- 
partment of labor and industry, divi- 
sion of employment security, issues 
the summary annually. 

Premiums earned by private insur- 
ers last year totaled $24,952,736. 

Losses incurred, including dividends 
and expenses, totaled $25,038,202. 

Total expenses were $3,414,321. This 
figure consisted of $431,686 in claims 
expense; $1,163,070 in commissions, 
other acquisitions and field supervision 
expense; $854,543 in general adminis- 
tration expense, and $965,020 in taxes, 
licenses, government charges and fees. 

Dividends to policyholders came to 
$1,133,589. 

Under the state plan in 1956, net 
benefits paid exceeded net contribu- 
tions on wages by $761,177. The bene- 
fits were $11,222,659 and the contribu- 
tions came to $10,461,481. Interest on 
accumulations in the fund was used to 
make up the deficit. 


Jefferson National Maps 


President's Month Plans 


Jefferson National Life has desig- 
nated October as president’s month 
in honor of President E. Kirk McKin- 
ney, founder of the company, whose 
birthday is in October. Regional kick- 
off meetings launching the new came 
paign are scheduled to be held in In- 
dianapolis, Harrisburg, and Lansing. 
Plans for the sales program were made 
earlier in September when more than 
40 general agents and state man- 
agers from five states met for a two- 
day conference in Indianapolis. A six- 
day, all expense paid trip to Bermuda 
for husband and wife is an additional 
incentive program being sponsored by 
the company this year for district and 
general agents. Incentive awards in 
the president’s month campaign will 
include tickets to a Big-Ten football 
game, The goal for president’s month 
is $6,500,000. 
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Met Actuary Tells Experience With Older 
Age, Blue Collar And Female A&S Risks 


NEW YORK—The insurance busi- 
ness often develops new policies to 
meet needs that might be met by 
someone else if the companies do not 
fill the gaps, Eduard H. Minor, as- 
sistant actuary of Metropolitan Life, 
told 100 members of New York City 
Accident & Health Club at its first 
meeting of the season in the Hotel 
Shelburne. He discussed actuarial de- 
velopments of current interests to the 
A&sS business. 

In December, 1955, Metropolitan 
introduced a whole life hospital and 
surgical expense policy that could be 
issued up to age 75 and kept in force 
for life. This was done to meet the 
needs of older lives, rather than from 
any desire to increase the insurance in 
force, Mr. Minor said. 

There was a complete absence of 
published data regarding claim costs 
on which actuaries might rely for 
premiums. And there were no un- 
derwriting standards which could help 
the underwriters. In analyzing a 


year’s experience with this kind of 
coverage, it was found that for any 
one calendar year traditional loss ra- 
tios are not a very good measure. It 
is preferable to compare the claim 
costs with the tabular l-year term 
rates rather than with gross premi- 
ums. 

Metropolitan found that on indivi- 
dual, compared with family coverage, 
the experience with the older female 
was better than that of the males. 
This was exactly in accordance with 
the premium assumption. From what 
little data could be obtained, the pre- 
miums had been based on an expec- 
tation that the traditionally higher 
cost for female lives at the younger 
and middle ages, as compared to 
males, would diminish until they ac- 
tually become lower than the male 
rates after age 65. Actual experience 
tends to bear out these expectations, 
Mr. Minor said. 

Metropolitan’s underwriters, work- 
ing in this field, did some pioneering. 


It was decided to accept cases with 
blood pressure that would be rated as 
high as 300% extra for life insurance 
purposes. The underwriters were in- 
clined to believe that this is satisfac- 
tory for hospital coverage. Applicants 
with history of heart condition are 
being accepted for all types of systolic 
murmurs where only a minimum 
amount of hypertrophy is indicated. 
Applicants with organic case histories 
are rejected. Metropolitan is not re- 
jecting applications that show evi- 
dence osteo-arthritis, but is rejecting 
rheumatoid cases. 


Metropolitan has been writing loss 
of time coverage with a 1-week wait- 
ing period on “blue collar” risks since 
April, 1951. In developing premium 
rates, the company assumed a higher 
accident claim cost than was neces- 
sary but a lower sickness cost than 
developed. One of the primary rea- 
sons for the higher sickness rate is 





SOMETIMES IT’S TOUGH 
ON COPY-WRITERS... 


Here we are, headed for Five Billions in force sometime in the 
next few months, and it ought to make good copy. 


We thought maybe we could say we will have done it quicker 
than anybody else, but the records show the Lincoln National and 


the Occidental started a few years after we did. 


We might say it had been done without Group or Reinsurance 
. . . but we do carry Group on our own employees although we 
do not sell it otherwise, and back about 1915 we bought a small 


company called the Arkansas Life. 


Oh, well, it’s a pretty good record, anyway. By the end of 1956, 
only 14 other companies in the U.S. and Canada had ever done it. 
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work. This is important if companig 
are operating in the northern States 
and Canada, Mr. Minor pointed out, 

Metropolitan has been offering sick. 
ness coverage with a 1-week waiting 
period to females since 1951, Al. 
though the accident experience gy 
these business and professional wom. 
en has been quite satisfactory, the 
sickness claim rates have been sy. 
prisingly high. Salesladies in 
goods and ladies apparel stores haye 
shown the worst experience. Depart. 
ment store buyers apply for the larg. 
er size policies and are quite desirable 
risks. Their experience has been goog 
with the claim cost only 70% of that 
for salesladies in the same type of 
stores. 

Relatively few applications are be. 


ing submitted or accepted as sub! 
standard, Mr. Minor continued. Qn) 


the other hand, many are still being 
covered on the traditional basis of 
riders and waivers to exclude cover. 


age of particular ailments indicate? 


by past medical history. If claim ad. 
justers were to refer all closed claim; 
where the nature of the illness mad 
acceptance of a new application wu. 
likely, some very valuable data woul 
be provided. Most of these policig 
are continued in force and, by noting 
the impairments in the in force card 
it would be possible for the future 


experience to be studied separately 


from standard policyholders. 


Turning to major medical, Mr. Mi- 
nor noted that many companies have 


chosen to use deductible clauses off 


such rounded amounts as $250, $500, 
$750 and even $1,000. After a study 
of nearly 100,000 claims, Metropolitan 
concluded that a deductible of $20) 
might be more desirable that one of 
$250 from the standpoint of eliminat- 
ing a large number of small claims, 
Also $200, $400 and $600 might he 
more natural limits than those pres- 
ently offered by companies in. this 
field, Mr. Minor said. 

Metropolitan is inclined to doubt 
that a deductible clause of more than 
$600 is desirable. As in the case of 
other lines of business, there is al- 
ways a constant per policy and a per- 
centage of the gross premium for the 
loading. As the amount of the de 
ductible is increased, the ratio of the 
constant charge to the gross premium 
will become greater. With a deductible 
of $750 or more, it is almost certain 
that the benefit portion of the gross 
premium will fall below 50%. Witha 
$1,000 deductible, it would drop to 
35% or less. 

Analysis of the experience that de- 
velops in this new field may result in 
many more different deductible ar- 
rangements than are being seen at 
present, Mr. Minor continued. It is 
possible that the same policy could 
have different deductibles for males, 
females and children. If the amount 
of the deductible is raised as the age 
increases, it would tend to level out 
premiums and still provide satisfac 
tory protection in view of the increas- 
ing ittcome as the policyholder ma- 
tures, 





11% Sales In Family Security Plan 


New business figures of North 
American Life at Toronto for the first 
half of 1957 were shown in a table i 
the Aug. 30 issue of THE NATIONAL UN- 
DERWRITER. A footnote to this table 
indicated that the family plan account 
ed for 11% of this new business. 
was incorrect, since the company does 
not at present write the family plat 
The 11% figure accounts for the fam- 
ily security plan, a decreasing term 
contract bearing no similarity to the 
family plan. 
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Gerber Reviews His 
First Year As 
lllinois Director 


A capacity crowd of about 75 mem- 
pers of the Insurance Group of Union 
League Club of Chicago this week 
heard a report on his first year as 
Illinois insurance director by Joseph 
s, Gerber. He gave some statistics on 
accomplishments since Jan. 1 and com- 
mented on some of the department’s 
problems. 

One of the serious problems of in- 
surance, he opined, is that bankers, 
lawyers and the consumers have no 


| real understanding of what insurance 
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js supposed to be and what it is sup- 
posed to do. The industry must ap- 
proach this educational problem on an 
elementary and fundamental level. Mr. 
Gerber mentioned that some life 
agents don’t have any idea of the whys 
and wherefores of casualty rates and 
complain about them. The public is 
critical sometimes of insurance be- 
cause there is no understanding of the 
principle on which it operates. 

In 1957, Mr. Gerber said, Illinois 
probably is the leader in the number 
of new companies admitted. There are 
now approximately 1,200 companies 
licensed in the state, second only to 








Northington Gets Strong 


Support In Tennessee 


The Nashville Banner has come out 
in support of Commissioner North- 
ington. The Nashville Tennessean 
has been criticizing Mr. Northington 
for retaining an interest in a local 
agency while serving as commissioner. 
Meanwhile, Gov. Clement has _ indi- 
cated he favors a hearing on filings 
for automobile liability rate increases 
of approximately 20% before they are 
granted. The rate filing started the 
hullaballoo. 

Insurors of Chattanooga have un- 
qualifiedly endorsed Mr. Northington’s 
record as commissioner. 


Ala. Passes Agents 
Qualification Bill 


The Alabama legislature has passed 
unanimously and sent to the governor a 
life and A&S agents’ qualifications bill 
based largely on the model bill en- 
dorsed by National Assn. of Life 
Underwriters, 

The bill requires future applicants 
for licenses to undergo _ personal, 
written examinations on life insurance, 
annuities, A&S and insurance laws. 
Employers are required to certify to 
the character and trustworthiness of 
applicants. The bill lists the grounds on 
which the insurance department can 
refuse or revoke a license. 
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Texas. However, Illinois has a staff 
of 100 to cope with this number. of 
companies whereas New: York: has: 600 
employes to handle 900 companies. 

Mr. Gerber was introduced by. Roy 
L. Davis, midwest manager of Assn. 
of Casualty & Surety Companies and 
chairman of the insurance group. Mr. 
Davis also called on a number of the 
guests to take a bow, these including 
Sens. Arthur J. Bidwell and W. Rus- 
sell Arrington and Rep. Marion Burks 
of the Illinois legislature; F. Vernon 
Rosenthal, assistant director; Ralph 
Jones of Continental Casualty; Ly- 


man M. Drake Jr. of the Critchell- 
Miller _agency;: Arthur Smith. of the 
department; *Harry:F: Tressel, ‘‘inde- 
pendent actuary; George S. Middleton, 
representing the brokers; Lowell Ma- 
son, former member of the Federal 
Trade Commission; Ray D. Smith of 
A. M. Best Co.; C. C. Clarke of Assn. of 
Casualty & Surety Companies, and 
Levering Cartwright, insurance jour- 
nalist. Mr. Cartwright announced that 
the dance for the insurance members 
will be Nov. 8 and that the chairman 
of the affair is E. D. Lawson of Fire- 
man’s Fund. 


Tex. H.O. Underwriters Meet 


Dr. J. W. Duckett,. a leading: heart 
surgeon in the southwest, addressed: 
a recent meeting of Texas Home: Of- 
fice Life Underwriters Assn. at Dal- 
las. National Bankers Life was host 
to members of the association at an 
informal party prior to the meeting. 





San Antonio CLUs Hear Attorney 


The Constitution and the human as- 
pects in forming the United States 
were discussed by Francis W. Baker, 
St. Mary’s university school of law, ata 
meeting of San Antonio CLU chapter. 
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It's a masterpiece of insurance program- 
Republic National Life’s MASTER- 
PLAN that provides life insurance cover- 
age for the entire family . . 

. One convenient premium and automatic 


insurance for every new baby at no extra 


This is the natural, the perfect insurance 
plan for growing families . . tailored to 
designed to bring sensi- 
ble, low-cost protection for everyone.. 


all wrapped up in one package. 


REPUBLIC NATIONAL LIFE INSURANCE COMPANY 


and we’re proud of it..our new 


FAMILY MASTERPLAN 


One Policy Coverage for the Entire Family 


“That reminds me, 
Charlie, . . Republic 
National Life has a 


new addition, too!’’ 




















with one policy 
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whole family . . to give 
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Provident Mutual 
Meeting Features 
Talks By Experts 


Provident Mutual’s Round Table 
held a 4-day meeting at the Green- 
brier, White Sulphur Springs, W. Va., 
for an attendance of 500 which in- 
cluded qualifiers, officers and wives. 
Twenty-three Round Table members 
discussed their specialties in a series 
of panels. 

In a panel on A&S, Charles W. 


Heck, Toledo, said the agent can build 
a reputation quickly through service 
and the prompt payment of claims. 
James R. Wilson, Houston, usually 
starts his interviews with a discussion 
of life insurance but, finding a need 
for A&S early in the discussion, puts 
this protection in force while the life 
insurance program is still being devel- 
oped. Julian F. Yakelevicz, Trenton, 
has developed a visual aid which 
shows the need for automobile and 
fire insurance and then compares 
them with the greater need for income 
protection. 





NOW-ALL GUARDIAN policies with a 
minimum issue of $10,000 or more 

have LOWER PREMIUMS for women than 
for men, while still giving... 


¢ The SAME high dividends 
* The SAME high cash values 


* The SAME modern and flexible policy provi- 
sions as similar policies issued on maie lives. 


For complete information, call your GUARDIAN 


Manager, or write ... 


The GUARDIAN Life Insurance Company 
OF AMERICA 


A Mutual Company — Established 1860 


50 Union Square « New York 3, New York 


Note: ALL. GUARDIAN Policies are avaiiabie on the 
convenient Guard-O-Matic Pre-authorized Check Pian. 






Premiums 


for Women 








In an employe benefit plans panel, 
Edward R. Devereux, Miami, spoke on 
salary savings and told how such busi- 
ness develops into many other cover- 
ages, plus estate planning for execu- 
tives. Richard A. Hess, New York, 
discussed group, a field recently en- 
tered by Provident Mutual. T. L. Rob- 
inson, Los Angeles, said prospecting for 
group business is not much different 
from prospecting for personal insur- 
ance, since one often leads to the 
other. John B. Thompson, northwest 
Pennsylvania, talked on the use of 
pension trusts, emphasizing the im- 
portance of fitting the plan into what 
the employer wants to accomplish and 
not what the insurance company 
would like to do. 

In a panel on programing, John 
D. L. Beebe, Cleveland; G. Roger Holt, 
Philadelphia; Harold F. Mowery Jr., 
central Pennsylvania; Jerry D. Olson, 
Los Angeles, and George B. Smith, 
Connecticut, said that although most 
of their prospects are young, they are 
vitally interested in insurance pro- 
grams designed for them. 

e e e 

In a business insurance panel, Rus- 
sell C. Crowell, North Carolina; Steph- 
en L. Davenport, Oakland; Kermit F. 
Dow, central New Jersey, and John B. 
Melvin, Baltimore, described some ac- 
tual sales and the methods used. 

Speakers in the final panel were, 
Frederic E. Supple Jr., San Francisco, 
the moderator; Emil A. Budnitz Jr., 
Baltimore; Edwin T. Johnson, Phila- 
delphia; George F. Lemble, Detroit; 
Joseph B. Natoli, Philadelphia; Bur- 
dette Pomeroy, New York, and Robert 
E. Tipping, Detroit. Each paid for more 
than $1 million of ordinary business in 
1956. Although their methods of sell- 
ing vary, much of their success is due 
to careful and continuous advance 
planning of their work. 

Lewis C. Sprague, vice-president 
and manager of agencies, opened the 
meeting and introduced President T. 
A. Bradshaw, who extended the wel- 
come. 

The day before the convention, a 
special meeting of the 500 Club and 
Double Qualifiers was held. There 
were more 500 Club qualifiers than 
ever before, despite a 25% increase 
in production requirements. 

Forty CLUs attended a_ breakfast 
before the regular business session on 
the last day. 

The banquet on the final evening 
honored Chairman M. Albert Linton 
and James H. Cowles, executive vice- 
president. 

The meeting closed with a resume 
of the program by Mr. Sprague and a 
farewell talk by Mr. Bradshaw, who 
noted that the company passed the $2 
billion mark in April and is progress- 
ing at a faster pace than ever before. 





Albany Bank Lauds Insurance 

State bank of Albany ran an 
advertisement in 10 newspapers in 
northeastern New York to promote 
better understanding of insurance in 
communities which the bank serves. 
The bank looks on insurance as a sound 
method of building and protecting 
financial security, according to Presi- 
dent Hollis E. Harrington. 


» Service Guide » 


ACTUARIAL COMPUTING 
SERVICE, INC. 


: 684 West Peachtree Street, 




















N. W., Atlanta 8, Georgia, 
P.O. Box 6192. Telephone 
TRinity 5-6727. 
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Pa. Urges Compliance With Law 
On Minimum Group Life Premium 

Commissioner Smith of Pennsylya. 
nia, in a bulletin to all companies 
writing group life in the state, 
called attention to the statute setting 
the minimum gross premium for thi 
coverage. The department has receive 
recent inquiries indicating possible 
violations of the law, Mr. Smith said, 

The minimum gross annual yearly 
renewable term premium shall be equa] 
to the net CSO 3% premium loaded 
10% plus a constant of $1.80 per $1,000 
of insurance on the first $75,000 of in. 
surance in the group. 
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MoE GROUP 


LIFE. PLAN OFFERS UP 
TO $20,000 or *40,000 
of group life insurance — 


for 10 LIVES or MORE’ 


at 


YES—now you can offer 
small and medium size firms 
group life maximums that are 
“realistic” . . . maximums _ that 
make it possible for you to pose 
the question “Are you getting 
maximum employee __ incentive 
out of your group program?” Let 
MODEL GROUP with modernized 
maximums help you to new sales 
volume in the group life field. 


*in states where permitted 
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BROKERAGE SPECIALISTS 
“Your best friend—in any case” 
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Agency Department 

United States Life Ins. Co. 

84 William St., N. Y. C. 

Let’s move ahead together. Send me 
information about the Company and | 
factson [Life [| A&H [ Group. |! 
OL am interested in a General Agency. 
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Reports On Handling 
Of Cooney Matter 
By N. J. Department 


A special report by Edwin W. Pat- 
terson on the evidence in the case of 
John R. Cooney, former president of 
Loyalty group now under indictment 
for alleged embezzlement, has been 
made to Gov. Meyner. Dr. Patterson is 
retired Cardozo professor of jurispru- 
dence at Columbia university and au- 
thor of “Essentials of Insurance Law.” 
The report is based on testimony tak- 
en by the New Jersey law enforcement 
council, a legislative body, into charges 
that Attorney General Richman and 
Insurance Commissioner Howell were 
lax in investigating and acting in the 
Cooney matter. 

Dr. Patterson stated in his report 
that the council hearings failed to turn 
up any evidence of malice, corruption 
of dishonesty in the insurance depart- 
ment. However, he recommended 
changes in the New Jersey law which 
would separate the banking from the 
insurance department, give the insur- 
ance commissioner broad powers of 
investigation similar to those possessed 
by the New York superintendent, pro- 
vide the commissioner with more pow- 
er to regulate insurers, afford him 
larger discretionary powers in con- 
nection with insurer licensing and give 
him authority to remove untrustworthy 
insurer executives. He also suggested 
maintenance of closer liaison between 
the attorney general and insurance 
department. 

The council is scheduled to bring 
out its report soon. The council is pre- 
dominantly Republican, the governor 
is a Democrat. 


Bankers Security Lite 
Will Expand To Meet 
Competition: Lawton 


In this age of competitive pressures 
forcing smaller insurance companies 
to grow or merge, Bankers Security 
Life has committed itself without res- 
ervation to a future of self-propelled 
growth and expansion, G. Albert Law- 
ton, newly elected president, told gen- 
eral agents at their annual convention 
at Pocono Manor, Pa. 

With $317 million of insurance in 
force, Bankers Security is neither very 
small nor very large by today’s stand- 
ards, Mr. Lawton said. But it is small 
enough to supply the important mo- 
bility of new and constant competetive 
revisions in policy forms and a high 
degree of specialized executive coop- 
eration with its general agents and 
their often individualized selling pro- 
cedures and objectives. At the same 
time, the company is large enough in 
the adequacy of its surplus position 
and its long established earning power 
to assure the successful attainment of 
its expansion commitments. 


Mr. Lawton explained that, al- 
though he had assumed his duties 
only recently, he could assure the 
selling force of a management pro- 
gram that places uppermost the prof- 
its and well being of the agencies and 
their staffs. He outlined moves al- 
teady under consideration for in- 
creasing retentions, revision of rates, 
development of sales plans and selling 
aids, a recruiting and training pro- 
gram, improvement of internal sys- 
tems, additional policy forms, 
improved field communications and 
the sponsoring of sales clinics. 

Edward S. Grandin III, director of 


the A&S department, outlined the new 
A&S portfolio. Allen Eastlack, vice- 
president and actuary, gave an opti- 
mistic outlook for future expansion. 

Harry O’Brien, 1st vice-president, 
presided at the banquet the closing 
evening. George J. Harrison, vice- 
president, awarded new business and 
achievement trophies to Albert Bok- 
lan and Morris Horowitz. 

Pasquale Quarto, vice-president in 
charge of agency training of Banker’s 
National Life, analyzed sales and 
training techniques. He was the prin- 
cipal speaker of the evening. 


Evansville Finance 
Company Is Organizing 
Credit Life Subsidiary 


As of Oct. 1 Interstate Finance 
Corp. of Evansville, Ind. is es- 
tablishing a life subsidiary to be called 
Merit Life. A permit to complete the 
organization of the life company has 
been issued by the Indiana depart- 
ment, according to Interstate. 

Richard E. Meier will be chairman 
of Merit and John T. Rimstidt will be 
president. Other officers will include 
Carl A. Smith, vice-president; Roy E. 


De Witt, treasurer, and Carl E. Boseck- 
er, secretary. 

According to Mr. Smith, who will 
serve as general manager of the new 
subsidiary, the principal activities of: 
the company at the outset will be 
concentrated in the field of consumer 
credit life, although its charter will 
be broad enough to transact business 
in the general life and A&S fields. 

The new subsidiary will have a 
paid-in capital and surplus of $315,000, 
all of which has been fully subscribed 
by Interstate and its 15 directors. All 
Merit directors are also directors of 
Interstate. 


v 














How Pacific Mutual does more 


for Agency Managers... 


with 
production-stimulating 


Clubs and Recognitions 
for Agents 


Extra production effort 
pays off! 


With Pacific Mutual, production recognitions 
are important. Qualifiers combine business 
with vacation pleasures at conventions in 
famous resort areas. Among the many awards 
the winners receive are: plaques, announce- 
ment cards, pins, prize points, stationery, 
advertising and publicity. 


...@ Company that looks to the future! 



















Pacific Mutual’s 
well-rounded 
Production Club Program 


Diamond Circle Club 
Top Star Club 

Big Tree Club 

e Million Dollar Club 

e Repeaters Club 

e Futures, Inc. 

(New Agent's Club) 





Pacific Mutucl 


HOME OFFICE: LOS ANGELES, CALIFORNIA 
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Complete portfolio of Life and S&A . .. outstanding 
package exclusives . . . Junior Estate builder .. . 
automatic Waiver . . . $10-per-thousand Disability 
Income ... Non Cancellable S&A (to 65)... 
comprehensive mass coverages . . . progressive mer- 
chandising . . . professional training . . . exclusive 
performance bonus. Ask for Confident Living bro- 
chure “‘BO-321”’. 


HOME OF 


(onfident 


Living 


HOME OFFICE 
MINNEAPOLIS, 
MINNESOTA 











NORTH AMERICAN Fife and Casualty Zampany 


H. P. Skoglund—President « J. E. Scholefield, CLU—Vice President, Director of Agencies 


@ @ @ @ OVER HALF A BILLION OF LIFE INSURANCE IN FORCE @© @ @ @ 


Mid-West Managers 


Set Conference Agenda 


The complete agenda of Mid-West 
Management Conference at French 
Lick, Ind., Oct. 31-Nov. 2, has been 
announced by R. J. Simpson, Sun Life 
of Canada, Indianapolis, general 
chairman. 

Featured as speakers will be seven 
field and home office management 
men and one educator. They are: 

Homer C. Chaney, 2nd vice presi- 
dent, New England Life; Richard 
Hageman, Equitable Society, Cincin- 
nati; Frank Crum, New York Life, De- 
troit; August C. Hansch, Mutual Ben- 
efit Life, Dallas; Henry M. Faser Jr., 
Penn Mutual, Boston; Arwood Hen- 
derson, director of agencies, Aetna; 
and Lowell P. Schwinger, Northwest- 
ern Mutual, Cedar Rapids. 

Occupying the first-night dinner 
spot, traditionally reserved for an in- 
stitutional-level speaker, will be Her- 
bert C. Graebner, dean of American 
College. He will speak on “Agency 
Management—Where It Has Been 
and Where It Is Going.” 

Subjects to be discussed by the pan- 
el include getting the agency’s share 
of the advanced underwriting market; 
intra-agency cooperation; recruiting, 
training, and supervising the young 
college graduate; supervision; basic 
principles of agency management; 
getting agents to live up to their po- 
tential; and getting the agency’s share 
of higher-income bracket sales. 

The Conference, sponsored annually 
by Indianapolis General Agents & 
Managers Assn. and drawing attend- 
ance nationally, will open with lunch- 
eon on Thursday, Oct. 31, and close 
with breakfast, Saturday, Nov. 2. Ac- 
tivities in addition to the speaking 
program will include special events 
for wives, a traditional reception for 
all registrants, banquet, dancing, and 












an evening of bingo. 
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... through Life 


Yes! Every store, office, plant and business firm in your terri- 
tory employing 10, 15, 25—even as few as 5* people—can now 
qualify for Group Hospitalization, Surgical Procedure, Polio 
and Life insurance coverage under the L & C Bantam Group 
Insurance plan. Think what this can mean to you in added 
income! 

Where formerly only big businesses enjoyed this coverage, 
today you can offer thousands of smaller firms Group Insur- 
ance Coverage under the L & C Bantam plan with the backing 
and reputation of this Billion Dollar company! 


% Life only where state laws permit. 


Life and Casualty 
Insurance Company of clenmessee 


Please send at once: 


and Casualty BANTAM GROUP INSURANCE 


We'll help you sell Big Business too! Now both large and small 
business firms can avail themselves of L & C Group Insurance 
Coverage. And we will help you sell them! L & C rates are 
competitive, our simple administrative procedure cuts ‘‘red 
tape,” and the unusual flexibility of L & C coverage makes 
our Regular or Bantam Group Insurance of interest to every 
firm. Write or mail the coupen for FREE descriptive literature 
TODAY. No obligation. 


Group Insurance Division 
UPFE ond CASUALTY INSURANCE GOMPANY ~~ ~~ 
Nashville, Tennessee 
O Folder on Bantam Group Insurance 
O Brochure on Regular Group Insurance 
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training 
pays off 
for 
everyone. 


Most people realize they need life 
insurance. But few know what 
kind—or how much. That’s where 
weeks and months of specialized 
training and planning pay off— 
both for the client who gets more 
for his money—and for the 

Mutual Benefit Life man who finds 
that planned insurance is more readily 
bought! It takes more time and 
effort, of course, but this training is a 
big reason why Mutual Benefit Life 
men like E. L. Stackfleth of 
Wichita, Kansas, enjoy successful 
careers and their clients enjoy 
quality insurance programs. 
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The Mutual Benefit Life 
Insurance Company, Newark, N. J. 








Septem 


—— 


Actu 
Praci 
In Cl 


Confe 
practice 
at the 
4-8. TO] 
gram al 
yarious 
jects. T 
papers 
meeting 

On tk 
are Ru 
Arthur 
tuaries, 
actuary 
York ¢ 
vice-pr‘ 
New Y 
profess 
lege of 
Musher 
mer, ir 
Washin; 
actuary 
ices, W 
George 
Richmo 
officer 
On the 
cussion: 
actuary 
tion; F 
vice-pr' 
Little F 
sity of 
mather 


Pane! 
Sternhe 
tuary O 
son, ass 
and in 
Michigs 
of Gov 
of San . 
lor & T 
dar Ra 
insuran 
account 
Housto! 
Club 0! 
geles, | 
Blue C1 

Sche 
ed at 
Willian 
actuary 
erick } 
lege; / 
Occide1 
linghas 
of Bow 





er 27, 1957 


=— 











od 


d life 
at 
where 
ized. 
= 


nore 


o finds 
readily 
nd 

ning is a 


fit Life 


cessful 
. 






















September 27, 1957 


LIFE INSURANCE EDITION 








—— 


Actuaries In Public 
Practice To Meet 
In Chicago Oct. 7-8 


Conference of Actuaries in Public 
practice will hold its annual meeting 
at the Morrison hotel, Chicago, Oct. 
4-8. Topics to be included in the pro- 
gram are pensions, social security, and 
yarious panel discussions of other sub- 
jects. There also will be reviews of 
papers presented at the last annual 
meeting. 

On the program to discuss pensions 
are Russell R. Reagh, president of 
Arthur Stedry Hansen, consulting ac- 
tuaries, Lake Bluff, Ill.; Jack M. Elkin, 
actuary, Martin E. Segal & Co., New 
York City; C. Wadsworth Farnum, 
vice-president of Bankers Trust Co. of 
New York City; Franklin C. Smith, 
professor of mathematics at the Col- 
lege of St. Thomas, St. Paul; Joseph 
Musher, actuary of Murray W. Lati- 
mer, industrial relations consultants, 
Washington, D. C.; Samuel A. Miller, 
actuary, Pension Plan Consulting Serv- 
ices, Washington, D. C.; Alexis Orav, 
George B. Buck Co., New York City; 
Richmond M. Corbett, assistant trust 
officer of Chicago Title & Trust Co. 
On the program for social security dis- 
cussions are Robert J. Myers, chief 
actuary of social security administra- 
tion; Herbert A. Winters, executive 
vice-president of National Old Line of 
Little Rock; Carl H. Fischer, Univer- 
sity of Michigan professor of actuarial 
mathematics and insurance. 


Panelists will include Charles M. 
Sternhell, 2nd vice-president and ac- 
tuary of New York Life; Allen Mayer- 
son, assistant professor of mathematics 
and insurance at the University of 
Michigan; P. J. Hennessey, president 
of Government Personnel Mutual Life 
of San Antonio; Robert H. Taylor, Tay- 
lor & Taylor, consulting actuaries, Ce- 
dar Rapids, Ia.; J. P. Gibbs, Texas 
insurance board; Charles K. Leslie Jr., 
accountant and insurance consultant, 
Houston; K. C. Eberhard, Automobile 
Club of Southern California, Los An- 
geles, and John J. Schonenberg Jr., 
Blue Cross actuary, Detroit. 

Scheduled to review papers present- 
ed at the last annual meeting are 
William S. Connell, vice-president and 
actuary of North American Re; Fred- 
erick Hard, president of Scripps col- 
lege; Arthur G. Coons, president of 
Occidental college, and John P. Til- 
linghast, actuary at the Atlanta office 
of Bowles, Andrews & Towne. 





The Unity Mutual 
Life Insurance Company 
of New York 







Insures 


The Whole Family 






Unity agents are equipped 
| to serve every need for per- 
] sonal insurance. Juvenile 
policies our specialty. 
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E. R. DEMING 
President 


Ll. J. BAYLEY 
Secretary 


HOME OFFICE—SYRACUSE, N. Y. 










LOMA Membership Up 
To Peak 335 Companies 


Life Office Management Assn. in 
1957 attained a record membership of 
335 life companies, up 21, it was 
reported at the business session of 
LOMA’s annual conference in Wash- 
ington, D.C. 

The report cited the year’s efforts 
of standing and regional planning 
committees which developed a series of 
research projects pertaining to home 


office mangement procedures. As a 
result of the committees’ activities, a 
comprehensive research report on 
“personnel practices” and a “func- 
tional cost manual” soon will be 
available. 

At a luncheon following the busi- 
ness meeting, 73 fellowship diplomas 
were awarded by LOMA Institute to 
men and women who completed a life 
company management course. A total 
of 820 now hold the designation of 
fellow, Life Management Institute. 


The 1958 annual conference will be 
held Sept. 22-24 at Chalfonte-Haddon 
hall in Atlantic City. 





Occidental Offers Flu Shots 
Occidental Life of California will 
offer Asiatic flu inoculations to its 
employes free of charge. The vaccine is 
not only effective against Asiatic flu 
but also offers protection against three 
other more common varieties of influ- 
enza, the company reported. Last 
March, about 1,200 employes were 


given free polio shots by the company. . 
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program to your prospects. 
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Because Nationwide Group Plans are flexible, more and 
more group writers rely on them—for a “fresh” approach 
to the difficult or unusual case... and as an effective 
means of closing more group sales! Nationwide offers: 


LOCAL SERVICE-with group experts strategically 
located throughout eastern America to provide on-the- 
spot quotations for standard coverages...skilled advice 
... real sales help in presenting a “custom-made” group 


BROAD COVERAGE — ranging from all the standard 
group coverages to Major Medical and Super-Imposed 









Group Life (extra protection when present group limits 
are inadequate). 


PROMPT CLAIM SETTLEMENTS — no prolonged nego- 
tiations. And Nationwide gives you several methods of 
claim settlements to choose from (including the popular 
new “draft” system. See your Nationwide group repre- 
sentative for full details). 


LIBERAL COMMISSIONS — payable on regular renewals 


for 10 years plus service renewals... and a choice of 


graded or level commissions available to brokers. 
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I NATIONWIDE Group Department, 246 NO. HIGH ST., COLUMBUS 16, OHIO 








Why don’t you find out more about 
Nationwide’s flexible group plans? 
Whether it’s a routine group case — 
or one that needs special handling — 
you'll find Nationwide can show you 
the way to increased production and 
greater profits. For all the facts... 
just fill out the coupon on this page. 
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I’d like more information on your flexible group plans. 


J NAME 





! ADDRESS. 





STATE 





| CITY. 


] I’m most interested in [) Super-Imposed Group Life [] Major Medical 
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ATIONWIDE 


MUTUAL INSURANCE COMPANY 


LIFE INSURANCE COMPANY 
home office: Columbus, Ohio 
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The Work-Together Spirit In N ALU 


A growing spirit of working togeth- 
er was evident at the recent conven- 
tion of National Assn. of Life Under- 
writers in Detroit. We are not basing 
this comment just on an absence of 
open bickering, for that might mean 
nothing more than lassitude. We would 
refer to it as a growing maturity— 
except that maturity often means com- 
promising with problems instead of 
pressing aggressively for constructive 
solutions. 

The spirit that we observed at De- 
troit was not born of lack of vigor or 
determination. Rather it seemed like 
evidence of willingness to work to- 
gether for common goals with a real- 
istic perception of the rate at which 
improvements can be expected to oc- 
cur. It is easy to feel disgusted be- 
cause they don’t happen fast enough. 
It is also easy to feel an unjustified 
complacency at the well known fact 
that improvements don’t happen over- 
night. 

This mature sense of timing was 
evidenced in the attitude toward jum- 
bo group and other group problems 
that was displayed at Detroit. Even 
though some members were irate 


enough to try to get the income tax 
advantage denied for group exceeding 
the 20/40 limits, the consensus was 
that it would be better to wait until 
the results of conferences with the 
new “high-level” group committee of 
the company associations could be ap- 
praised. At the same time there was 
no disposition to accept delays indef- 
initely. It is obvious that NALU is 
not going to hold its fire indefinitely 
on what it considers to be “abuses” 
of group insurance. 

Ti was not a big matter, but the 
spirit we are talking about was also 
evidenced at the windup of the busi- 
ness session at Detroit when Presi- 
dent A. Jack Nussbaum asked the del- 
egates to remain in their seats until 
the end of the session. In the past, 
the members have drifted out until at 
the end perhaps 25% of the chairs 
were filled. This year, following Mr. 
Nussbaum’s request, virtually every- 
one stayed to the end. Where there is 
a true spirit of unity, it is not neces- 
sary to breathe fire and shout threats 
in order to prove that NALU can 
stand solidly together for what it be- 
lieves in.—R.B.M. 








PERSONALS 


Holgar J. Johnson, president of In- 
stitute of Life Insurance, discussed 
the social and economic impact of life 
insurance in the U. S. in a 15-minute 
Voice of America radio broadcast to 
English-speaking countries throughout 











DEATHS 


ROLAND E. HUNT, 71, retired as- 
sistant vice-president of Union Cen- 
tral Life, died at his home in Cincinnati 
after an extended illness. A prac. 
ticing architect prior to joining Union 
Central, Mr. Hunt had been in the 
company’s financial department since 
1934 and had been elected assistant 
vice-president in 1947. 


WILLIAM O. RAYBURN, 79, retired 
Ohio manager of State Life of Kansas, 
died. 


JOHN S. BAIMA, 69, general agent 
for American National at Chicago for 
many years, and an insurance broker 
with offices at 3215 North avenue for 
35 years, died. 


JAMES S. KNUDSON, 49, vice- 
president and a director of National 
Bankers Life, died of a heart at- 
tack at his desk in the home office at 
Dallas. From 1946 until he joined the 
company in 1951, he had been section 
chief in the insurance services of 
Veterans Administration. He previous- 
ly was with Southland Life for 12 
years. 








Life Policy Dividends May Reach 
Record $1.3 Billion This Year 


Dividends to life insurance policy- 
holders in the U.S. may reach a record 
$1.3 billion this year, according to 
Institute of Life Insurance. This prob- 


ably will be at least $100 million more 
than last year. The increase is due in 
part to more insurance in force and 
increases in dividend scales. 


Accumulate $17 Billion 
In 5,400,000 Annuities 


An estimated 5.4 million annuity 
contracts in the U. S. have $17 billion 
in accumulations and represent future 
income of $2,113,000,000 per year, ac- 
cording to Institute of Life Insur- 
ance. 

Eighty percent of these annuity con- 
tracts are fully paid for. Twenty-five 
percent of these fully-paid contracts 
are already paying income to annui- 
tants. The balance represents deferred 
annuities still being paid for. 

These annuity contracts are in 
addition to the estimated 2,750,000 re- 
tirement income life policies in force, 
which include another $1.4 billion of 
potential retirement income per year. 

The combined annuity and retire- 
ment income policies establish future 
income of over $3.5 billion under 8,- 
150,000 individual contracts. This is 
an understatement, because group an- 
nuities, which account for 70% of the 
annuity contracts, show only the fu- 
ture income already established on 
an annual paid-up basis. Each year of 
employment of those covered adds to 
this figure. 

Annuity growth has been largely a 
product of the years since the mid- 
1930s. Relatively few annuities of any 
type were in force then. Group an- 
nuities are almost entirely a develop- 
ment of the past 20 years and have 
given further impetus in the past year 
or two as the size of the groups cov- 
ered has been widely decreased. Last 
year saw a peak in the number of 
group annuities sold, although be- 
cause of the smaller average size, the 
number newly covered dropped 
slightly below the year before. The 
average size group covered last year 
was less than half that of 10 years 
ago. 





U. S. Life Companies 
Increase 103 In Year 


To Reach 1,243 Total 


There were 1,243 life companies jn 
the U.S. at midyear, up 103, according 
to Institute of Life Insurance. —. 

Eighty-five percent of the more than 
700 companies started since 1950 were 
in the south and west. These two sec. 
tions of the country account for 946 
of the companies now in business. The 
figures are based on an analysis of the 
reports on companies licensed to do 
business by the insurance departments 


. of all states and District of Columbia, 


Life companies are now located in 
every state. Eighteen states ‘have 20 
or more companies. Texas leads the 
list with 338 companies domiciled 
there. Next are Louisiana, 112; Arizo- 
na, 53; South Carolina, 48; Alabama, 
46; Indiana, 42; Illinois, 39; Georgia, 
33; Arkansas, 29; Florida, 29; Penn- 
sylvania, 29; New York, 29. 

There are 200 cities with life com- 
panies housed locally. Dallas leads 
with 135. Next are Houston, 64; Fort 
Worth, 39; New Orleans, 39; Chicago, 
26; Philadelphia, 26. There are 32 cities 
with 10 or more companies. 

Of the 1,243 companies, 1,077, or, 
87%, are stock companies and 165, or 
13%, are mutuals. Most of the older, 
larger companies are mutual, however, 
so that 63% of total life insurance in 
force is with the mutuals. 

At midyear, 16 of the companies 
were 100 years or more old, while 47 
had started prior to 1900 and 191 prior 
to 1925. 

The number with $1 billion or more 
of insurance in force had increased to 
61 at midyear. 





See A&S Policyholders 
Rising To 123 Million 


Health Insurance Institute predicts 
that 123 million persons in the U. S. 
will be voluntary health insurance 
policyholders by year-end. This is 
75% of the total population. 

An estimate of the year’s national 
totals for the various coverages places 
surgical policyholders at 109 million, 
regular medical policyholders at 174 
million, major medical policyholders 
at 13 million, loss of income policy- 
holders at 43 million and hospital pol- 
icyholders at 123 million. 

Insurance companies, Blue _ Cross 
and miscellaneous plans this year will 
pay benefits totaling an estimated 
$4.2 billion, up $600 million. 


STOCKS 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. La Salle St., Chicago, Sept. 24, 1957 

















Bid Asked 
Aetna Life 195 200 
Beneficial Standard 16% 17% 
Business Men’s Assurance ........... 66% 6842 


Cal.-Western States crcrccsssssesersene 87 





Columbian National ......... Bid 
Commonwealth Life .... 24% 
Connecticut General ...... 282 
Continental Assurance . 115 
Franklin Life ..............00 66 
Great Southern Life .........csc0 79 
Gulf Life 25% 
Jefferson Standard ....sscsssecsseeee 87 
Kansas City Life ......... 1220 













Life & Casualty ........sc0 21% 











Life Insurance Investors . . 14% 16% 
Life Of Virgimia ...........cccssssecseesseees 109% 111% 
Lincoln National 203 207 
National L. & A. .. 102 104 
North American, Il. ... 20 21 
N. W. National Life * 82 85 
Ohio State Life .. 310 330 
Old Line Life ..... 53 57 
Republic Natl. 38 30% 
Southland Life ......... . 82 87 
Southwestern Life  ...........ccsee 105 110 
Travelers 78% 
United, Ill. . 23 4 
U. S. Life 29 30 
West Coast Lite cerccccsscrssesneeeens 45 464 
Wisconsin National... cone ae 1} 
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Sears Stresses Need 
For Communication Of 
Ideas Within Companies 


A business organization should pro- 
vide employes with direct information 
about its activities 
because people to- 
day want to be 
well informed 
about what is tak- 
ing place around 
them, Hess _ T. 
Sears, assistant 
vice-president of 
Equitable Life of 
Iowa, said at the 
annual conference 
of Life Office 
Management Assn. 
in Washington, 





H. T. Sears 


D. C. 

It is not strange that an unusual 
enthusiasm for effective communica- 
tion has arisen in the past few years 
in this age of communication, Mr. 
Sears said. An avalanche of facts, 
opinions and information pour forth 
each day in magazines and newspa- 
pers, in meetings, in schools, over ra- 
dio and television. Insurance people 
want to know and they want to know 
now. Not to tell them is inviting wrong 
or distorted opinions or attitudes. 


The devices and techniques for 2- 
way communication between the em- 
ployes and the company are not simple, 
however. 

“Because it is easier to talk to em- 
ployes and tell the company point of 
view, the necessity of talking with 
employes, listening to their story and 
understanding their point of view is 
sometimes neglected,” he asserted. 

There is no business in the country 
so admirably suited to operating an 
effective communication program and 
to expect the chief executive by train- 
ing and experience to accept this re- 
sponsibility. 

Admitting that life insurance is a 
business in which organization pat- 
terns are quite structured for the most 
part, Mr. Sears noted that a demo- 
cratic spirit can and does prevail. It 
is such a spirit which fosters effective 
communication. 

He said his own company wanted 
to be a good place to work, the best if 
possible. Therefore, its personnel pol- 
icles and operations, including com- 
munication, must always reflect an 
awareness of that goal. If the com- 
munication program is to be effective, 
employes must be informed and mo- 
tivated by high morale to do good 
work. Where conflicts arise or where 
there appears to be lack of under- 


standing, one of the major reasons is 
the failure to communicate. Nothing 
during the past several years has in- 
fluenced the company to change its 
mind on that score, he stated. 

An excellent communication pro- 
gram will not interest everyone, re- 
solve all conflicts and differences, 
prove a substitute for sound personnel 
policies, eliminate turnover and ab- 
senteeism or change the emphasis on 
good supervision. However, it is good 
and right in itself, whether the results 
are sticking out all over the place or 
not. At least, it would be hard to con- 
vince those who have lived with a 
successful program for any length of 
time that it has not been worthwhile, 
he concluded. 


Report New Book Will 
Criticize Some Life 
Insurance Practices 


Life insurance people have picked 
up their ears at reports about a book, 
understood to be highly critical of the 
industry, which will appear in the 
bookstores Sept. 30. 

The Grim Truth About Life Insur- 
ance is the title. It was written by 
Ralph Hendershot, retired financial 
editor of the New York World Tele- 
gram & Sun, who left the newspaper 
in July, 1956, after 19 years service. 
He now is president of “Stock of the 
Month,” an advisory information 
service provided to investors by sub- 
scription. His office is at New York. 


The book praises life insurance at 
the outset, but quickly jumps into 
criticism of many aspects of the busi- 
ness, according to reports. The com- 
panies, agencies, methods of market- 
ing the product, salaries, mortality 
tables are some of the things under 
attack. Reference is made to the Arm- 
strong investigations and the TNEC 
hearings. 

An outright attack on the business 
‘s avoided in many cases, the criticism 
being made by innuendo instead, the 
book’s readers say. 

G. P. Putnam & Son, New York pub- 
lishers, will sell the book for $1.95 a 
copy. 





Los Angeles Supervisors 


Honor Past Presidents 

Past presidents of Los Angeles Life 
Agency Supervisors Assn. _ recentiy 
were presented with plaques com- 
memorative of their services. They 
included Robert Ogden, James Gess- 
ner, William N. Klove, Scott Russell, 
Mel M. Randall, Robert C. Hess, T 
Denton Hammond, Ralph _ Fischer, 
Robert Christie, and Robert E. Pope Jr. 
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You can hitch 
your future 
to this Symbol 
...4f you are ready 
for your own 
general agency 
Old Republic Life Insurance Company 
Chicago.1, Illinois 














A cordial welcome to you, our insurance friends, 
to visit us in our new home the next time you are 
in our neighborhood. 


Our attractive new building—in Bloomfield, just 
five miles northwest of downtown Hartford — will, 
we believe, increase the effectiveness of our service 
to you and to clients. And we would be delighted to 
show you around. 


If you would like to have a booklet about our new 
home, we’ll be happy to send you a copy. Connecticut 
General Life Insurance Company, Hartford 15, 
Connecticut. 


@ess5 CONNECTICUT GENERAL 















Sewice forlije Mnsurance Representatives 


Loans are available for you on your renewal com- 
missions—for additional working capital, for busi- 
ness expansion, for personal use. Prompt, efficient, 
confidential service, from the outstanding organiza- 
tion specializing in direct loans to life insurance 
underwriters. 


Life Underwriters Service Corporation 


Life Underwriters Service Corp. 
Security Bidg., Denver 2, Cole. 


I am interested in your service. Please send further 
information, at no obligation to me. 


Mail this 
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FRATERNALS 


Knights Of Columbus 


Passes $700 Million 
In Coverage In Force 


Insurance in force of Knights of 
Columbus has passed the $700 million 
mark, standing at 
$701,827,472 on 
Sept. 1, an in- 
crease of $95 mil- 
lion during the 12 
months, according 
to Luke E. Hart, 
supreme knight. 

At the annual 
meeting of the su- 
preme council in 
Chicago, five 
members were re- .£ 
elected, one of ; 
them being Mr. Luke E. Hart 
Hart. New members elected to the 








council are Wilfred T. Connelly of 
Detroit and Henry J. Kondrat of 
Cleveland. 

Mr. Hart’s report showed there are 
3,976 subordinate councils, up 182 dur- 
ing the year. Insurance benefits paid 
during the year totaled $5,095,495. The 
increase in the various activities of 
the order is continuing at the same 
rate as for the last several years. 
Membership was 1,048,738 as of June 
30. 

The order is continuing its program 
of advertising truths about the Cath- 
olic religion. The program now is in 
its 10th year. The order has spent 
more than $5 million, resulting in more 
than 2,675,000 inquiries. 

Announcement was made that the 
order will construct a 416-foot bell- 
tower at the National Shrine of the 
Immaculate Conception at Washing- 
ton, D.C., to be known as the Knight’s 
Tower. It will cost more than $1 mil- 
lion. 

A meeting of the state deputies for 
the midwest and western areas will 
be held in Chicago Oct. 5 and one for 
eastern jurisdictions will be held at 








A, of June 30, Bankers Life 
of Nebraska exceeded the half-billion 
insurance in force mark. With assets of 
over $100,000,000, and 1957 business 
more than 28% ahead of the record year, 
1956, Bankers Life of Nebraska 
continues its remarkable progress. 








New York Oct. 19. The program for 
the coming year’s activities will be 
outlined and plans will be made for 
the cooperation of the state and sub- 
ordinate councils. 


A.A.L. Sets Production 
Record In August 


For the second consecutive month, 
and for the third time this year, Aid 
Association for Lutherans has broken 
previous records for one month paid- 
for business. 

The latest record was broken with 
August’s production of $19,026,808. 
July had just established a new rec- 
ord at $18,345,044, which had topped 
the record previously set in May at 
$17,919,268. Each month of 1957 has 
shown a gain over the same month 
for 1956, with July showing the largest 
gain of 46%. 

At the end of August, business had 
risen to 33% over the first eight 
months of 1956. Insurance in force 
is over $1,175,000,000. 


Two Field Assistants 
Named By Maccabees 


As part of an expansion program, 
the field department of Maccabees has 
appointed Gene Benedict and Ben 
Keeler as field assistants. Mr. Bene- 
dict has had 12 years of experience in 
office systems and procedures, many 
of them in life office management. Mr. 
Keeler previously was in the Michigan 
State university school of journalism. 











THEODORE I. PRECHT, general 
agent and regional supervisor for Aid 
Association for Lutherans at Seymour, 
Ind., died of pneumonia. He had been 
with the company for 22 years, start- 
ing as a district representative in Sey- 
mour in 1935 and advancing to gener- 
al agent in 1946. 


A&S 


HIAA Offers Copies Of 
Ethical Standards Code 


Health Insurance Assn. of America 
has published its code of ethical 
standards in leaflet form and is dis- 
tributing it to members. The code, 
unanimously approved by the associa. 
tion at its annual meeting last May 
in Washington, D. C., lists nine specific 
points governing the sale, administra- 
tion and advertising of voluntary 
health insurance. It has become a 
strict condition of membership. Addi- 
tional copies may be obtained from 
HIAA, 208 South La Salle street, Chi- 
cago 4, Il. 


Chicago A&H Assn. Holds Golt Day 

Jack Kurz, Critchell-Miller agency, 
won the president’s trophy for low 
gross at the annual golf outing of Chi- 
cago A&H Assn. at Mohawk country 
club. The state association also held 
a board meeting at the same time. 


Eastern Wisconsin A.&H. Men Meet 

Robert A. Collien, assistant secre- 
tary-treasurer of First National Cas- 
ualty, discussed company-agent rela- 
tions and sales practices in the field 
at the first fall meeting of Eastern 
Wisconsin A.&H. Underwriters Assn, 
at Fond du Lac. William Bormann, 
Fond du Lac, new president, presented 
Leading Producers Round Table cer- 
tificates to three members. 














Urge Government Stay Out Of AéS 

A subcommittee of the U. S. Chamber 
of Commerce insurance committee 
has submitted a report advocating 
that government stay out of private 
business, particularly in the health 
insurance field. 





years of success. 











Thorough training to help the representative make 
more sales is a mark of Woodmen of the World 

. training as modern as the age we live in, 
flavored with the Society's experience through 67 


For full details, write: 


} perm ab 
Insurance ing 
Omehe 2, e 


Woodmen of the World offers 
the most liberal contract 
available, anywhere! 


>. WOODMEN 2 WORLD 


< LIFE INSURANCE SOCIETY 


” Omaha 2, Nebraska 
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FIELD CHANGES 


Washington National 


Harold D. 
Sparks has been 
appointed general 
agent for Washing- 
ton National at 
Albuquerque, 
N. M., with offices 
at 229 Sierra 
Drive, S. E. He 
entered insurance 
in 1951 in Texas 
and since 1956 has 
been serving in a 
managerial and 
supervisory capac- 
ity in Amarillo. 











Harold D. Sparks 


Connecticut General 


Amos F. Hutchins Jr. has been ap- 
pointed district group manager of 
Connecticut General in Baltimore. 
Marcy B. Sellew will be group man- 
ager at New York. David Y. Miller 
will be assistant district group man- 
ager in Baltimore. Named _ district 
group pension supervisors are Herbert 
Abrams in Detroit and Donald A. 
Walters in Fort Worth. Mr. Hutchins 
has been assistant district manager in 
Baltimore. Mr. Sellew has been group 
manager in Richmond and _ district 
group manager in Baltimore. Mr. Mil- 
ler has been district group manager 
in Albany. Mr. Abrams has been a 
group pension representative at New 
York. Mr. Walters has been district 
group pension supervisor in Detroit. 


Union Central Life 


Russell H. Riggs, a member of the 
Indianapolis agency of Union Central 
Life, has been promoted to supervisor 
in the agency. Oren. D. Pritchard is 
the agency manager. Mr. Riggs joined 
the company in 1955. 

Jack F. Tohill has been named field 
group supervisor of Union Central Life 
at Los Angeles. Mr. Tohill has been 
in group sales and service work in Los 
Angeles for the past five years. 


General American Life 


Dean Calavan has been appointed 
district manager at Enid, Okla., for 
General American Life. He previously 
had been an agent at Ponca City, Okla., 
for Prudential. 


New England Life 

John J. Shilling has been named as- 
sistant general agent of the Hays agen- 
cy of New England Life at Los An- 
geles.s He has been with Home Life 
of New York for 11 years, most re- 
cently as manager at Los Angeles. 


Manhattan Life 


Daniel Cohen has been named bro- 
kerage manager of the Reinis agency 
of Manhattan Life in Brooklyn, N. Y. 


United States Life 


Burton Keirstad Jr. has been named 
supervisor of the Howard Insurance 
agency, general agency of United 


States Life at Norwalk, Conn. 









MERGER ACTION 


Informed counsel on insur- 
ance merger opportunities 
and procedure arrangements, 
in all lines of coverage—write 
in confidence. 

















CONSULTANTS 
IN MARKETING AND MANAGEMENT 
FOR THE INSURANCE BUSINESS 
FRANK LANGE:AASSOCIATES 








521 FIFTH AVENUE 


One NORTH LASALLE ST. 
NEW YORK 17,N. Y. 


CHICAGO 2, ILLINOIS 


Bankers Life Of Nebraska 


John E. Kenny, has been named 
Connecticut general agent of Bankers 
Life of Nebraska 
with offices at 
New Haven. Mr. 
Kenny entered the 
insurance business 
with Aetna Life 
after World War II 
and served with 
that company in 
New Haven until 
1950. He was 
named assistant 
general agent for 
Aetna at New 
York City in 1953 
and later that year 
joined Massachu- 
setts Mutual Life as an associate gen- 
eral agent. He became general agent for 
Massachusetts Mutual at New York in 
1954. Mr. Kenny’s New Haven offices 
are at 205 Whitney avenue. 





John E. Kenny 


Kansas City Life 


Robert B. Perry has been appointed 
general agent of Kansas City Life for 
20 counties in Nebraska and 18 coun- 
ties in Iowa. His headquarters is at 
Omaha. A CLU, Mr. Perry has been 
in the insurance business seven years, 
three of them as an agent for Kansas 
City Life. He also has managerial ex- 
perience. 


Prudential 


Warren W. Baker has been pro- 
moted to brokerage manager of the 
Prudential ordinary office at Cedar 
Rapids, Ia. Mr. Baker joined Pru- 
dential in 1954 at the Mason City 
branch office of the Des Moines ordi- 
nary agency. He transferred to Cedar 
Rapids in 1955. 


Mutual Benefit Life 


Johnny S. Sierra has been named 
assistant general agent of Mutual 
Benefit Life at Dallas. He entered the 
business in 1947 and has been with 
Great Southern. He is a life and qual- 
ifying member of Million Dollar Round 
Table. 


Liberty Life 

Wyndal R. Covington has been ap- 
pointed associate manager of Liberty 
Life at Raleigh. New staff managers 
are W. M. Helms, Albemarle, N.C.; 
J. Acton McClellan, Spartanburg, S.C.; 
Donald L. Yandle, Monroe, N.C.; L. 
T. Gainey, Camden, S.C.; Carroll E. 
Clark, Hendersonville, N.C.; B. N. 
Lawing, Asheboro, N.C.; and E. E. 
Rhyne, Burlington, N.C. 


Occidental Life Of California 


Paul S. O’Dell and William Sterling 
Jr. have been promoted to assistant 
regional group managers. Mr. O’Dell, 
group sales representative at San 


Francisco, joined Occidental of Cal- 
ifornia there in 1953. Mr. Sterling has 
been with the company since 1955 in 
the Pittsburgh group office. 








Nelson, Levey With Manhattan 

A printing mistake in the Sept. 19 
NALU convention daily of THE 
NATIONAL UNDERWRITER, erroneously 
identified two Manhattan Life men as 
being with Metropolitan Life. They are 
Harry J. Nelson, Chicago, mid-west 
division superintendent of agencies, 
and Harry Levey, Beverly Hills, Cal., 
western division superintendent of 
agencies, both of Manhattan Life. 


LaVerne Wilson Named 
V-P Of Peoples Life 


LaVerne Wilson has been elected 
vice-president of Peoples Life of In- 
diana. For the past two years, Mr. 
Wilson has been operating his own 
general agency at Brook, Ind. Prior to 
that time he was vice-president and 
en of agencies of Peoples © 

ife. 





H. D. Tracey has been appointed 
superintendent of agencies of First 
United Life of Gary, Ind. 





) ATTENTION! 


GENERAL AGENTS... 
LIFE - ACCIDENT & SICKNESS 
/4l, HOSPITALIZATION * GROUP 


WE’RE BUILDING 
IN THESE STATES 


PENNSYLVANIA * OHIO ° ILLINOIS 


: "INDIANA ¢ MARYLAND ° DELAWARE 

KENTUCKY * TENNESSEE * ARKANSAS 
-” LOUISIANA © MISSISSIPPI * FLORIDA 
MINNESOTA ° VIRGINIA * MICHIGAN 
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IT WILL PAY YOU TO INVESTIGATE OUR UNUSUAL 


SOUTH CAROLINA * GEORGIA 





MONEY-MAKING PROPOSAL 


More Competitive ... 

LILC.A. offers a complete portfolio — 
policies filled with unusual selling fea- 
tures—loaded with advantages you can 
get your teeth into—and really S-E-L-L! 


More Merchandising ... 

We offer a hard-hitting, sales producing 
program, from “mail to sale”. Everything 
furnished to you without charge. 


More Advertising... 

We help you develop sales potential 
through local advertising, direct mail, 
quality-lead programs. 


More Money For You... 

This is truly a “ground floor” situation. 
L.1.C.A.’s vigorous building program 
spells O-P-P-O-R-T-U-N-I-T-Y¥ for you! 


WRITE 


Paul Reichart, Vice President in Charge of Sales 


Life Insurance Company of America 





Wilmington 99, Del 


© Telenh 
P 


Olympia 4-2474 


LIFE + A and S « GROUP + HOSPITALIZATION 





REINSURANCE 
EXCLUSIVELY 


LIFE (ovdinary and group) 
ACCIDENT & HEALTH 


America’s Specialist in Life Reinsurance 


NORTH AMERICAN RE 


Serving the progressive companies in North America 


NORTH AMERICAN REASSURANCE COMPANY 
CHRYSLER BUILDING EAST 
16! Bast 42nd Street, NewYork (7, New York 


TEL MUrway Hill 7-1@70 
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COMPANY CHANGES 


Republic National Life 


In three executive promotions, Rex 
Beasley has been named vice-president 
in charge of home 
office operations, 
Robert R. Jackson, 
secretary, and 
K. Williams, assis- 
tant secretary in 
charge of home 
office services. Mr. 
Beasley has been 
with the company 
11 years and is also 
a director. Mr. 
Jackson, with Re- 
public National 
since 1950, most 
recently was as- 
sistant secretary 
and supervisor of home office opera- 
tions. Joining the company in the pol- 
icyowners service department in 1941, 
Mr. Williams had been assistant man- 
ager of the planning department. 








Rex Beasley 


National Life Of Vermont 


Richard M. Adams has joined the 
agency department of National Life of 
Vermont as a sales promotion assist- 
ant. He was manager and vice-presi- 
dent of North Country Radio stations 
of Vermont in 1955 when he moved to 
Tampa and joined American National. 
He rejoined North Country Radio sta- 
tions as regional sales director last 
spring. 


Life Of Georgia 

Leon H. Hames, assistant personnel 
manager since 1955, has been appoint- 
ed home office personnel manager of 
Life of Georgia to succeed S. H. Bene- 
dict Jr., who has entered another 
business. 


Jefferson National Life 


Byron C. Johnson has been appoint- 
ed agency director of Jefferson Nation- 
al Life, succeeding John R. Ray who 
resigned to become the company’s 
state manager in Florida. Mr. Johnson 
has been in the insurance business 
16 years, starting with Equitable So- 
ciety in 1941 and later serving as dis- 
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4 most versatile decreasing term riders ever devised. 


6 Some excellent territories still open (including a few major cities) in 
the United States and Canada. 


lf you want to “pop your buttons” in your own agency with a rapidly 
growing organization, write today to Robert O. Shepler, Vice- 
President, The Maccabees, Maccabees Building, Detroit 2, Michigan. 
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Ba personal producer’s contract second to 
none! It helps make recruiting a pleasure 
instead of a chore. The Home Office training 
/ program aids the new agent in making a rapid 
? climb to a top producer. 
@A complete portfolio of life and S&A insurance plans, 
/ designed to fit every prospect and his particular needs. They 
4 include a low-cost whole life plan, Family Guardian (family 
group plan), Major Medical Catastrophe Insurance plans, and the 
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... every once in a 
while a fellow just 
has to “pop his 
buttons” because 

he knows he has 
something great! 
For the man 
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agency Sanagement, 
we've got... 


6 The Top agency build- 
ing contract! For the man 
who is looking ahead to a 
profitable, secure future in his 
own agency, our contract can’t be 


Founded in 1878 


Home Office 
Detroit 2, Michigan 





CENTRAL ASSURANCE COMPANY 


COLUMBUS 5, 






John D. Shafer, President 


Write for complete information on our 


ACCIDENT & HEALTH, LIFE AND HOSPITALIZATION PLANS 


OHIO 








trict manager in Michigan. Before go- 
ing with Jefferson National as assist- 
ant agency director, Mr. Johnson was 
regional director for Reserve Life of 
Dallas. 


Cal.-Western States 


Lynn Tenney superintendent of 
agencies of California-Western States 
Life, with head- 
quarters at Dallas, 
has been promoted 
to vice-president 
and manager of 
agencies, succeed- 
ing the late Leland 
C. Tallman. Mr. 
Tenney has served 
as agency super- 
intendent at Dal- 
las for the past 
seven years. Be- 
fore joining Cal.- 
Western in 1950, 
Mr. Tenney was 
with Republic Na- 
tional Life at Dallas for 12 years. Dur- 
ing his tenure with Republic National, 
the company with which he began his 
insurance career, Mr. Tenney was a 
leading producer, general agent, and 
for three years vice-president and 
manager of Republic National’s broker- 
age department at the Dallas home of- 
fice. 


Lincoln National 


Donald F. Fackler has been named 
actuarial assistant in the group depart- 
ment and Charles A. Barnaby has 
been appointed actuarial assistant in 
the actuarial department. Mr. Fackler, 
an associate of the Society of Actuar- 
ies, joined the company five years ago. 
Mr. Barnaby, also an associate of So- 
ciety of Actuaries, joined the company 
two years ago. 


Prudential 


John F. Bridges has been appointed 
a director of group sales and service 
at their Canadian office of Prudential 
in Toronto. Mr. Bridges joined Pru- 
dential at the Los Angeles regional 
home office in 1948 and went into the 
group department in 1949. In 1955 he 
was promoted to district group sales 
supervisor at Seattle. 

Named brokerage consultant at the 
Los Angeles regional home office of 
Prudential is John H. Roberts. Joining 
the company in 1955, he had been 
brokerage manager at the White agen- 
cy in Los Angeles. 


Aetna Life 


Robert B. Coppage has joined Aetna 
Life as an attorney in the legal de- 
partment. He will specialize in legal 
matters arising in the agency end of 
the business. 

Karl W. Punzak has been appointed 
manager of advanced underwriting 
sales in the life agency department 
of Aetna Life..He has been professor 
of law at University of Connecticut 
law school, where he taught for nine 
years. 


Mutual Of New York 


William R. Brace and Constantine 
Kollitus have been named project 
supervisor and statistical analyst, re- 
spectively, in the market development 
division of the sales department. Mr. 
Brace, on Mutual of New York’s sales 
department staff for a year, previous- 
ly was with Michigan Mutual Liability 
as an underwriter and with North 
America as special agent. Mr. Kollitus 
joined the sales department last Au- 
gust. He was formerly in marketing 
research and economic analysis work 
with Philip Morris, Inc., and Econome- 
tric Specialists. 


Wisconsin National 


Al Dean Arganbright has been elect- 
ed assistant actuary of Wisconsin Na- 
tional Life. He formerly was in the 
actuarial department of Continental 
Assurance. An associate of Society of 
Actuaries, Mr. Arganbright received 
a masters degree in actuarial science 
from the University of Wisconsin in 
1954, 





Lynn Tenney 


RECORDS 


NORTHWESTERN NATIONAL 
LIFE—Sales during August increased 
25% over August of last year and were 
$2 million higher than the best pre. 
vious August in the company’s history, 
In the 11 months ending Aug, 
31, Northwestern National’s ordinary 
business was 10% greater than 
previous full year. Minnesota, Texas 
and Illinois accounted for the largest 
increases, although gains were genera] 
throughout the company’s operating 
territory. 


MANHATTAN LIFE—The Rannij 
agency at New York led the company 
nationally in ordinary volume, exclu. 
sive of pension trusts, during the 3. 
month Fordyce summer campaign. The 
agency also won the division 1 award 
for ordinary and placed second na. 
tionally in group life volume. The 
Grosten agency at Los Angeles led in 
group life volume. During the event, 
honoring Chairman J. P. Fordyce, the 
field force paid for $52,432,083, of 
which $30,541,983 was ordinary and 
$21,980,100 group life. Other top agen- 
cies nationally were Fuerst at Pitts. 
burgh, pension trust business, and 
Sobel, Philadelphia, family insurance, 
Leading personal producer of ordinary, 
exclusive of pension trusts, was Louis 
Epstein, New York, Walter C. Stearns 
Jr., New York, was first nationally 
in pension trusts and Roscoe C. Berry 
Jr., Philadelphia, led nationally in 
family insurance. 


WANT ADS 


Rates—$20 per inch per insertion—1 inch mini- 
mum—sold in units of half-inches. Limit—40 words 
per inch. Deadline 5 P. M. Friday in Chicago office 
—175 W. Jackson Blvd. Individuals placing ads are 
requested to make payment in advance. 
THE NATIONAL UNDERWRITER— 
LIFE EDITION 

















WANTED 


General Insurance Agency desires Man- 
ager of Life Insurance Department. Job 
entails recruiting, training and personal 
sales. If successful, can become Co-Gen- 
eral Agent for excellent Massachusetts life 
insurance company. Salary and bonus for, 
unit building. Previous experience in life 
insurance sales essential. Excellent oppor- 
tunity for the man who is willing to work. 
Reply Box W-87, c/o The National Under- 
writer Co., 175-W. Jackson Blvd., Chi- 
cago 4, Ill. 








HOME OFFICE CLAIM 
EXAMINER & UNDERWRITER 


Position open for man between age 30 and 
40 with at least five years experience in 
hospitalization and health and accident 
underwriting and claim adjustment. New 
department recently opened by Catholic 
life fraternal society established 1898 in 
Cleveland area. Excellent ground floor op- 
portunity for the right man to grow with 
organization. Salary.open. Send résumé of 
experience and full personal details to Box 
W-91, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 








WANTED 
Consulting Actuarial firm of national rep- 
utation desires to employ two Actuaries 
and one Accountant. Good salary and 
participation. Address Box W-86, c/o The 
National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 








BROKERAGE MANAGER 

A real opportunity for a young man to get In 
on the ground floor of a Casualty Co. starting 
into the Life Business. Three years life expe- 
tience will get you this position doing sales 
development and management work. Some 
travel with security of a salary. Address Box 
W-90, c/o The National Underwriter Co., 175 W. 
Jackson Bivd., Chicago 4, Ill. 
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Institute Ads To Hit 
Still Harder At Inflation 


(CONTINUED FROM PAGE 1) 
this fight alone, but as others join, 
considerable weight will be brought to 
bear on one of the major problems in 
our economy.” 

The advertisements in the new cam- 
paign are of two designs, according 
to Donald F. Barnes, vice-president and 
advertising director of the institute. 
Both will follow a basically editorial 
pattern, he said, but part of them will 
be all type with a bold headline, while 
others will give half of the space to 
a drawing rendered by top professional 
cartoonists. 

“The More We Pass The Buck, The 
Less The Buck Will Be Worth,” is one 
headline with a subhead, “Fighting 
Inflation Is Everybody’s Job!” 

“Who Suffers From Inflation?” is 
another headline. 

“How Much More Inflation Can Our 
Country Stand?” is the title of one of 
the drawings. This one has John Q. 
Public tottering under a backbreaking 
load. 

“We at the institute hope that this 
campaign will prove to be a strong 
blow in the battle to keep the value of 
the American dollar sound and stem 
the tide of inflation,’ Mr. Johnson 
added. “We know that it will take the 
continued efforts of many individuals 
and many groups in all walks of life 
and in all areas of our economy to 
defeat this common enemy.” 

In addition to the advertisements, 
the institute announced that it has 
assembled supplementary materials to 
help implement the campaign. This 
includes pamphlets, letter enclosures 
and aids for local groups throughout 
the country to help further the anti- 
inflation message. 

An elaborate kit of material has 
been provided for agency heads, news- 
paper editors, and others who, it is 
hoped, will take a key part in alerting 
the public to the dangers of inflation. 
One item is a 33 rpm record explaining 
the dangers of inflation and what can 
be done to combat them. 
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OU, TOO, will be pleased 

when you see yourself at the 
head of your own agency. You'll 
grow in stature and prestige. So, if 
you’re ambitious, and can qualify, 
it will pay you to investigate our 
outstanding money-making pro- 
posal. Thorough training courses 
and liberal modern-day, salable 
policies are offered. Great oppor- 
tunities exist in many states. Get 
the facts today without obligation. 


Din H. Lucus—Director of Agencies 
























FOUND YOUR RIGHT PLACE YET? 
OOK To... 


the Compan y 
with the — 
Agency Heart! 


++ IF NOT,: 





COMPLETE COVERAGE: 
Life Specials, Par and Non Par 
Commercial and Non-Can A&S and | 
Hospitalization . . . Group and Pensions 








UNPARALLELED AGENCY 
FRANCHISES AVAILABLE: 
Indiana, Illinois, Kentucky, Ohio, 
Pennsylvania, Michigan, Arizona, 
Minnesota, Virginia and West Virginia 


One of the Nation's Fastest Growing Companies, 
with Competitive Rates, Top Commissions, and Prompt Underwriting 


E. KIRK McKINNEY, President 


Inquiries to: JOHN R. RAY, Agency Vice-President 


JEFRSON NATIONAL 
Je Pedunance COMPU 


INDIANAPOLIS, INDIANA 
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CALIFORNIA ILLINOIS (Cont.) B- 
CHASE CONOVER & CO. 
COATES, HERFURTH & Consulting Actuaries 
ENGLAND and 
CONSULTING ACTUARIES iomvones Accountants 
San Francisco Denver Los Anc- 332 S. ie Chicago 4, Ill. 
a WaAbash 2-3575 
GEORGIA IOWA 
RINTYE, STRIBLING TAYLOR AND TAYLOR 
& ASSOCIATES CONSULTING ACTUARIAL AND 
Consulting yee eae sr Accountants IBM STATISTICAL SERVICE 
eee cer 3-7771 ae Home Office canmeie oa 
GA.-VA.=-N.Y. INDIANA & 
BOWLES, ANDREWS & TOWNE | NEBRASKA 
ACTUARIES ; , ; 

Insurance Company Manag t Consultants Haight, Davis & Haight, Inc. 
LIFE — FIRE — CASUALTY Consulting Actuaries 
RICHMOND ATLANTA NEW YORK ARTHUR M. HAIGHT, President 
GEORGIA «& Indianapolis Omaha 

MICHIGAN NEW YORK 














3501 CADILLAC TOWER 
1106 WILLIAM OLIVER BLDG. 


ALVIN BORCHARDT & COMPANY 


CONSULTING ACTUARIES 
= AND = 
INSURANCE ACCOUNTANTS 
DETROIT 26, MICH. 
ATLANTA, GA. 


Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran & Linder 
116 John Street, New York, N. ¥. 





ILLINOIS 


PENNSYLVANIA 





CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 


Telephone CEntral 6-1288 


E. P. HIGGINS & CO. 
(Frank M. Speak A iates) 


Consulting Actuaries Bourse Building 
Accountants Phila. 6, Penna. 
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Harry S. Tressel & Associates 


Consulting Actuaries 
10 S. LaSalle St., Chicago 3, Illinois 


rry S. Tressel, M.ALLA. Irma Kramer 
Wolfman, F.S.A Wm. P. Kell 
‘= Moscovitch, F.S.A. D. W. Snee 


FRanklin 2-4020 


Lenard E. Goodfarb, F.S.A. 
Consulting Actuary 


Market Street National Bank Building 
Philadelphia 3, Pa. Rittenhouse 6-7014 
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Closing Scenes Photographed At NALU 


Two that had heavy responsibilities at the Detroit convention of NALU: 
John C. Donohue, ieft, general agent of Penn Mutual Life at Baltimore, who 
was program chairman, and Frank W. Howland, general agent, Massachusetts 
Mutual Life, general chairman of Detroit convention committee. 








Hold Key Roles In Fight Against Inflation 


(CONTINUED FROM PAGE 1) 





tion of a favorable attitude concerning 
our industry among young people to 
whom we must look to recruit insur- 
ance manpower for the future. I ap- 
peal for every imaginative, creative 
and fresh idea you can produce. We 
owe it to ourselves and to posterity to 
excite and motivate the American 
citizen to do what is best for him; 
namely, to plan through the use of in- 
surance for his own future and for the 
protection of his business and his 
family. 
2 o J 

“But what I really want to remind 
you of this noon, you who are the 
voice of life insurance, is that you 
have the front line responsibility ad- 
equately to interpret the real role of 
life insurance and its basic importance 
and effectively to promote our indus- 
try as a leading exponent of the basic 
convictions and principles we have 
been discussing. It is you who must 
share these essential convictions and 
see to it that the American public 
recognizes them as being true and vi- 
tal.” 

Mr. Oates urged LAA members to 
help get across the idea that the rel- 
ative bigness of life companies can 
be a means of efficient and econom- 
ical service as well as a source of 
continuing financial strength. 

“Today we hear much careless talk 
about the so-called evil of big busi- 
ness,” he said. “This is a matter of 
interest to all of us. As a matter of 
fact, almost all life insurance compa- 
nies are relatively huge in compari- 
son with the thousands of smaller 
types of business and commercial 
firms. But bigness is not evil, per se. 
I ask yeu to remember that the big- 
ger a btisiness is, the greater is the 
necessity for earning and deserving 
pul ‘onfidence and esteem through 


serving the best interests of the pub- 
lic. Big business is under suspicion 
and attack, not because men in big 
companies are bad, and men in small 
companies good (because, I submit, 
there are good and bad men in both), 
but because there is widespread fear 
that bigness which has power, will 
abuse its power. 

“These fears I think would be con- 
siderably mitigated, if it were also 
generally recognized that the source 
of authority, particularly in big con- 
cerns, comes from below. A moment’s 
reflection will remind us that busi- 
ness corporations and other institu- 
tions exist by virtue of the permis- 
sion of governmental authority grant- 
ed either by the nation or the state, 
and that such authority exists only 
because it was originally delegated 
by the people. Always in our nation 
the people are sovereign. 


“It is also very true that while 
business superiors actually make of- 
ficial appointments, no business of- 
ficer can continue to exercise effec- 
tive authority unless the appointment 
is confirmed and continually recon- 
firmed by the consent of subordinate 
groups. No business official succeeds 
without the consent of his colleagues 
and associates, particularly his sub- 
ordinates. 

“As the age of American abundance 
continues, as our business life and 
methods become more and more com- 
plex, and vast in scope and responsi- 
bility, the bigger will some of our 
business units grow. This is so be- 
cause experience shows, and will con- 
tinue to show, that certain economic 
advantages accompany bigness. We 
will lose these advantages, however, 
if abuse or exploitation accompanies 





Detroit Convention 





Albert C. Adams, left, John Hancock general agent at Philadelphia, receives 
from A. Jack Nussbaum, retiring president, the gavel symbolizing taking over 
the reins as the new president of National Assn. of Life Underwriters. Presen- 
tation took place at the “brunch” that was the concluding event of the conven- 
tion, held in Detroit last week. 





Winner of the John Newton Russell memorial award, Hugh S. Bell (right), 
general agent of Equitable Life of Iowa at Seattle, with Robert C. Gilmore 
Jr., Mutual Benefit Life, Bridgeport, Conn., past president of NALU and 
chairman of the award committee, who made the presentation at the “brunch” 
that concluded the NALU convention in Detroit last week. 








bigness. I submit that one of the im- 
portant aspects of the conviction that 
business must serve the public wel- 
fare springs from the belief that if the 
leaders of big business sincerely seek 
to service the public interest, there 
will be no abuse of power or ex- 
ploitation by business, and America 
can continue to grow and develop and 
will not lose the economic advantages 
of such growth. 

“Finally on this topic, we must in 
all honesty confess that man is by 
nature altruistic. As a matter of per- 
sonal experience I can testify and 
many of you can too, that the maxi- 
mum of human satisfaction only comes 
from absorption in serving the welfare 
of our fellow human beings.” 


Colonial Life Reaches 
$450 Million In Force; 
Sets Oct. 2-4 Meeting 


Colonial Life has passed the $450 
million mark of life insurance in force. 

President Richard B. Evans dis- 
closed the achievement just prior to 
Colonial’s 60th anniversary. An an- 
niversary dinner will be held in con- 
junction with the combination agen- 
cies department convention Oct. 2-4 
at Hotel Statler at New York. The 
convention program will include sev- 
eral outstanding life insurance speak- 
ers, including Colonial agents who 
have gained recognition through sales 
achievements during the year. 
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THE COMBINATION 
TO SUCCESS... 


The insurance underwriter who has the initials C. L. U. 
after his name has “‘insured”’ his way to success. 
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Sparking him are the qualities of desire and initiative... 
the desire to succeed and move ahead . . . the initiative to 
seize the opportunities and training that make it possible. 
In back of him are the knowledge and experience he 
displays in coping with the problems of life-underwriting 
in the face of constantly changing social and economic 
conditions in our complex modern world. 


The result is two important kinds of confidence... 
his confidence in himself and his abilities . . . the confidence 
of his clients in the completeness and quality of his service. 





Back of 
your independence 
stands The 


PENN MUTUAL Truly, this is a combination that leads to success. 





We are proud of the 142 members of our organization 
who have earned the important C. L. U. designation. 
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Success 
seems to be a habit 


... with men who are on 
the Northwestern Mutual team! 








ALL COMPANIES” ; 1.1% 


NORTHWESTERN P| 10.4% 





Agents ALL COMPANIES* i 2.3% 


awarded the 


C.L.U. 
designation . . . NORTHWESTERN EE 16.27. ; 





nts LL COMPANIES* 6.4 
Po the . = . 37. e 9 % 


National Quality 


*Taken from the latest available source 








For 100 years, now, more and nore good life insurance 
men become top life insurance men with this Company! 


Lhe NORTHWESTERN MUTUAL 
Lyfe Lnsurance Company 


MILWAUKEE, WISCONSIN 





